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THE SHOE OF CHAMPIONS 
WITH THE KEDS RADIO PROGRAM, THE KEDS WIRE 
HAIRED FOX TERRIER CONTEST, THE KEDS PROVEN 
DEALER SALES PLANS. IS THE ANSWER TO THE DEALER’S 
PROBLEM ON PROFITS IN CANVAS FOOTWEAR FOR 1932 


United States cS) Rubber Company 


sole makers of Keds. the Shoe of Champions 











Style 


Las Fort 





Style Las Port No. 40 


Admiralty Blue Kid, Underlay 
Piping of Blue Silk Kid 











Style Las Port No. 34 


In Black Satin Mat Kid with 
Underlay Piping of Silver 


Style Las Port No. 3 


In White Buck with Underlay 
Piping of Black Patent 





Style Las Port No. 18 


In White Kid with Underlay 
Piping of Hi Li Red Ecrue 








Style Las Port No. 27 The Sport Style 
In White Kid with Underlay 
Piping of Indies Brown Kid Note of 1932! 


a eyelets, but that fascinating new feature of sport trim, port 
holes with underlays of contrasting piping, as perfected by 
Rice-O’Neill. 
A fortunate new method of accurately fitting port hole piping (Pat. 
Appd. for) gives Rice-O’Neill the exclusive privilege of offering style 
Las Port in 40 different designs and color combinations. Only an 
examination of the line itself will do justice to it. Any retailer, re- 
gardless of what shoes he is handling, would be justified in stocking 
style Las Port as a special featured line, to retail at $8.50 to $10.50. 
Ask us to show it to you. 


(Made to order only on 
5 weeks delivery.) 


m SHOE CO 

















RICE-O/NEILL ¢fm 
St Louis Wh way US A. 
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“ONE GOOD TURN SELLS ANOTHE R’’ 








No. 80102—DYEABLE WHITE 
MOIRE 


18/8 Louis Heel White Lining 


Medium Pointed Toe Last 





No. 37102—BLACK KID 


AAAA to A.......... 3% to8 
Pare a ue udoeeneee 2to8 
ae A ei ge ope 3to8 


19/8 Louis Heel 
No. 62102—PATENT LEATHER 


AAAA to A.......... 3% to9 
ree Bik ge PH 2 el Oe 2%2 to9 
Ge avec eek foesscuuens 4to8 


19/8 Louis Heel 
Medium Pointed Toe Last 








14/8 Wood Cuban Hee! 
Medium Pointed Toe Last 





No. 53104—BLACK FAILLE 


19/8 Louis Heel 
Medium Pointed Toe Last 








No. 17150-—BLACK KID 


16/8 Louis Heel 
Medium Pointed Toe Last 


““THE CORRECT DODGE FOR ALL OCCASIONS’’ 





YOU CAN GET 
IMMEDIATE 
DELIVERY 
ON THESE 


$55 TO $@ 
TURN SHOES 
for 
EASTER SELLING 





Although Easter is less than 
three weeks away these turn 
numbers can be obtained 
from stock in ample time to 
make profitable sales—and 
please many of your custom- 
ers who admire the beauty, 
grace, and flexible comfort 
of hand-turned footwear. 


The success of hundreds of 
retailers with Dodge, Bliss & 
Perry Turns proves there is a 
definite place in every re- 
sponsible shoe store for hand- 
turned footwear. The Easter 
season and our in-stock ser- 
vice give you the opportunity 
of gauging the possibilities 
of Dodge, Bliss & Perry 
Turns as a regular item in 
your store. 


* 


ALL PRICED 


$°p.25 


Less 5%—ten days 


* * 


DODGE 
BLISS & PERRY 


COMPANY, INC. 
NEWBURYPORT, MASS. 
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SPECIFICATIONS 












Determination to make 
proven, tested stapies the 
entire background of the 
merchandising plan. 


Confidence that the world 
opinion of an unprec- 
edented white season 
is well founded. 


Avoidance of trying to play 
“the other fellow’s game’’ 
on risky novelties. 
























Plan your season’s work 








, past five or six years have 
shown us that September must be 
considered a summer month in 
most sections of the country. Also 
that our Spring seasons are getting 
shorter; hot weather coming in 
on the heels of the first few mild 
weeks. 





| ee summer footwear 
is salable from May until the middle 
of September at good mark-up. 









and work your plan all 
season. 
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ve | "in VOICE OF FASHION AUTHORITY insists that you 
a | prepare for an unprecedented white season. How are you planning 
i | to make YOUR gains out of this certain, tremendous vogue for 
lso white? Surely not by playing risky, “flash-in-the- pan” novelties 
ing .... constantly being made cheaper! 

in You do know that white kid shoes are absolutely indispensable to 
ild | every woman’s summer wardrobe. You do know that practically 


every one of your customers wants to buy ...and can be sold... 
white kid shoes in May. You do know that the season for white 
kid shoes has lengthened and that your regular mark-up on them 
is absolutely safe all season. 


dle You do know the profitable salability of “THE WHITEST 
WHITES.” Plan your season’s profits now. 


. ) G. LEVOR & E€O.. INC. 
Tannors of TUE WUITEST WHITES 
GLOVERSVILLG » NEW YORK 
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ARMSTRONGS 
CORK COUNTERS 


ATLANTA . Boston . CuicaGco CINCINNATI 
Detrroir + New York PHILADELPHIA -~ Sr. Louis 


gv? 



















OU feel the “broken in” comfort 
the moment you try on this shoe. 
Yet this semi-soft ‘counter won't 
wrinkle or get out of shape. No slipping 
up and down on the heel. No chafing 
or rubbing. Armstrong’sCork Counters 
hug the heel comfortably. Test the 
softness with your thumb and watch 
this counter come back to its original 
shape without a trace of a crease or 
wrinkle. Being light, these Arm- 
strong’s Counters are especially appro- 
priate for your summer-weights. Order 
a sample pair of shoes with these 
counters. Wear the shoes yourself and 
test them thoroughly. For names of 
manufacturers using Armstrong’s Cork 
Counters write Armstrong Armstrong’ 
Cork Company, 933 Arch 

Street, Lancaster, Penna. Product 
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The Latest Development in Lasts 


The Brouwer “Research” last No. 100 is one of the latest developments after a life time of 
study by S. J. Brouwer on getting the shape on the inside of the shoe correct for normal feet 
so that they may remain normal. 


The distribution of the weight under the twenty-six bones of the foot is an intricate problem, 
the scientific curves which determine the alignment of the bones under weight bearing are so 
beautifully balanced in this last that it will prove a blessing to thousands of folks whose feet have 
suffered in other footwear. 


Comfort is a matter of feeling and an honest test by putting the shoe on the foot will deter- 
mine the many hidden virtues that lie inside of the shoe, that are difficult to describe. 


Normal function to all parts of the foot and scientific distribution of the weight has been 
accomplished by this “Research” last No. 100 in a way that will please the wearer of the shoe 
and prevent the devitalizing of the foot. 








BROUWER’ 
eset 


S. J. BROUWER 
Milwaukee, Wis. 
Member of Research Com- 


mittee Foot Section Osteo- 
pathic Association 





IN STOCK AAA TO EE 


0170 Black Ruby Kid Orthopedic Heel................ $4.50 
$0170 Black Ruby Kid Orthopedic Heel................ 4.85 
With Built-In Arch Support Insole. 


Endorsed by Research Committee, _ 
Foot Section, American Osteopathic Association 


MUSEBECK 
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This comfortable leather Arch Support 
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Insole gives real relief to weak arches. It Ore COMPANY 

is built right in the Shoe. Stock numbers oe 

prefixed with letter “S” have this insole. DANVILLE, ILLINOIS 
RELAIS EINES HO OO AEC LPC PLE LE” AE AE ta a 
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MOD-EDGE ... NO. 7730H ... VESTA... $3.25 MO-DEB ... NO. 7490... INEZ... $2.85 




















Patent with blending appliques . . . Kid Patent .. . 50 last .. . 8/8 heel... 
lined . .. French corded .. . 58 last... Uskide top 
12/8 covered heel. ee SM WOT OA ek cee 3 to 7 
AAA... .5 to 8 AA 4% to 8 A....4 to § _ eae NE RE co oN ce seee' 3 to 7 


B....3%t07% C....3t07 


MOD-EDGE . .. NO. 7730... VESTA 


Oe te: 82... Rite ®. .; ss Spring heel......... $2.20 
Se ee ot eer Leather heel........ $2.50 





MOD-EDGE . .. NO. 7670... FERN... $3.15 MO-DEB ... NO. 422... HARROW... $3.15 
Patent with Silk Kid inlay . . . A smart unlined Ghillie Tie . . . Non-crocking Brown Calf 
Kid lined . . . French corded . . . .. . 58 last... 11/8 built up leather heel . . . Oak sole. 
52 last... 10/8 heel . . . leather top AAA....4% to 8 AA....4to 8 A....3% to 8 
AAA... .4% to8 AA... .3% to 8 A....3 to 8 B....3 to 8 C....3 to7 


B....3 to 8 Cc... 3007 
MOD-EDGE . .. NO. 7670... FERN 





8% to 12...... eee Spring heel......... $1.95 
12% to 3...... tt Leather heel........ $2.25 
MO-DEB ... NO. 5665 
FAIRMONT 
THE | $3.15 


Camel Elk. .Brown Calf trim. .52 last. .10/8 heel. . Duflex Gristle sole. 


REEN me 


A....3% to8 B....3 to 8 
C....3 to 8 
gel SHOE MANUFACTURING COMPANY | BOSTON B 


- 
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IN-STOCK 


YOUR EASTER PROFIT depends on the 
immediate, accurate, shipment of de- 
epee + «ie 3 ci -++ BLANCHE... pendable shoes from stock. Green has 
White Calf . . . 58 last . . 11/8 covered heel a notable reputation for just such ser- 
AAA. ...4%4 te 8 ; AA 3M tos be A....3 to 8 vice. The patterns illustrated here are 
ee am but a few of the many stock styles shown 
in our spring catalog. Your order for 
any of these styles will be shipped the 
same day it arrives. 





























MO-DEB ... 462... TRAMPER .. . $2.85 
Coffee Elk ... Unlined . . . 56 last . . . Belting sole 





No. 463 . . . Light Smoked Elk... NO. 2626 COFFEE VELO ELK 
Duflex Gristle Sole and Heel NO. 2622 TAN CALF 
Discs BOE e ee eee NO. 2624 BLACK CALF 

Duxbak soles on children’s and misses’ NO. 2629 PATENT 
5 to 8...... Bto D...... Spring heel.......... $1.75 ....B to D....Spring heel... .$1.60 
8% to 12...... A to > Sea Pare heel Be. es $2.00 Fis ie Mpa bs D.. “Spring so oat be 
124% to 3...... CL ana aaa $2.35 12% to 3....A to D....Rubber heel. ..$2.10 
Spring heel 12% to 1. . . Bevel Breast Gristle 1% to 3 Damp-proof soles. 





« 





GREENFLEX NO. 1470... BLANCHE 
MO-DEB . .. NO. 479... PATENT IBM te FLA to De cteather heck... $210 
aaa inet ON peal MOD-EDGE .. . NO. 7180... . $2.85 
ads: > egg 52 last .. . 10/8 heel . . . leather top 


meatus Seat AAA..4%) to8 AA..3%to8 A..3to8 
12%. 06.3. oe Sa ee $2.55 B..3 to 8 C..3 to 8 


















960 HARRISON AVENUE 





WRITE WIRE 





1 oe Oe 
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New Retail Price 





FLORSHEIM 
TING tanissiciiliinas 


standard which forty years of quality shoemaking have established 
will not change. Today’s new low price covers the same fine styles, 
fine leathers as always. ... Our Stock Department is now ready to 
supply a large range of new and regular styles to retail at $8, enabling 
Florsheim Dealers to offer more value per dollar than ever before 
in Florsheim history. ... Write for catalogue of Stock Styles. 





THE FLORSHEIM SHOE COMPANY » Manufacturers » CHICAGO 
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Next Week 
You Will Find 


in “The Recorder” 


Merchants Seek New Lines 


A FAMILY shoe store is forced by 
changing conditions to introduce 
this season ten new lines of shoes 
where in all of its previous successful 
experience it had never changed more 
than three in any one year. If this is 
typical of other store needs throughout 
the country let us repeat, “If you think 
you’re able and know you're right, 
state your principle, then fight.” 

This merchant said, “so many estab- 
lished factories seemed to think it un- 
necessary to tell the story of the ser- 
vice, shoe making and standards in 
back of the footwear. They take it 
for granted that because their name is 
known, their story is self-evident.” He 
searched the markets high and low for 
assurances of continuous quality stand- 
ard, service assurance and straightfor- 
ward practices. He found indecision 
and insincerity. He hungered for prin- 
ciples and performance. He is testing 
in new fields and stands ready to make 
new alliances. He wants the story told 
in whole, not in part. He prefers to 
have it in print as a guarantee of per- 
formance. 

Next week the RECORDER continues 
the thrilling and vital story of a typical 
shoe store in operation in 1932, as re- 
vealed by the study of its editor and 
field editor. You can’t afford to miss a 
single article in this series. 
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Make Your Windows Tell a Selling Story. 
Sandal Feet in Meshes................. 


Bee No acc tiie wes wowesc encodes 
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MR. MAROTT 








OF INDIANAPOLIS 


One of America’s foremost 
shoe merchants, says: 


“We believe FREEMAN SHOES 
to be America’s finest at $5 
and $6. They are wonder- 
fully constructed of world- 
famous leathers and are un- 
excelled for style and fit.” 
(Signed) Geo. J. Marott 
2 2 
Mr. Marott’s 7-floor shoe store is one 
of the largest in the country. He, like 
all other successful merchants, has to 
have lines that move fast and bring 
customers back. That’s why Mr. 
Marott and over 6,500 other shoe mer- 
chants feature Freeman Shoes . . Have 


some you a copy of our Spring catalog? 
+ Sizes 5 to 14—AAA to EEE 
S ae FREEMAN SHOE Corp., Beloit, Wis. 





























REENAR 


Shoes tor Men 
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The VOICE of the TRADE 


Radio lotteries are 
outlawed and the law providing a 
penalty of $1,000 fine and im- 
prisonment passed the House of 
Representatives in Washington by 
an overwhelming vote. 

It provides that no person shall 
broadcast any information con- 
cerning any lottery, gift enterprise, 
or similar scheme, offering prizes 
dependent in whole or in part upon 
lot or chance, or any information 
concerning any ticket, certificate or 





YESSIR 





instrument representing any 
chance, share or interest in or de- 
pendent upon the event of lottery. 

It was argued that to broadcast 
such information was not only in- 
consistent with governmental poli- 
cies but that it constituted an un- 
fair advantage over newspapers 
which are forbidden to use the 


mails if they contain such infor-_ 


mation. 
Measure now goes to the Senate. 
* * * 


Raymond Dupre 
of the Servus Rubber Company, 
Rock Island, Ill_—addressing a 
sales meeting at the Armstrong 
Hotel in Rock Island, said: 

“To provide as much work as 
possible, on a basis that will bene- 
fit the greatest number of em- 
ployees, is a major obligation of 
all employers. That obligation, 


Boot AND SHOE RECORDER 


you should be proud and thankful 
to know, the Servus Rubber Com- 
pany has met with full time opera- 
tion. 

“Salesmen, we must have your 
help. I’m asking you—are we go- 
ing to have it? Don’t say ‘Yes’ 
if you mean ‘No’—for this pro- 
gram is going to cost us money 
and work and is going to cost you 
hard work—more_ calls—more 
writing at night.” 


* * * 


E nest C. Hastings, 
president of the Dry Goods Econ- 
omist, told a national meeting of 
merchandise managers: “Retail- 
ers right now are planning on a 
volume of over $10,000,000,000 
for 1932. To get this they expect 
to spend approximately $300,000,- 
000 in advertising and display—a 
staggering stm, a sum no other in- 
dustry can even approach. 


©%300,000, 


“How to spend it is somewhat 
of a problem. It is my belief 
that just as we are going back to 
fundamentals in merchandising, so 
are we going back to fundamentals 
in advertising. This means a 
greater appreciation and use of 
the newspapers to carry the store 
message. Some of the so-called 
new ways of advertising or pub- 
licity must go. There is a very 
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strong and definite tendency on the 
part of advertising men and store 
owners back to the daily and 
weekly papers.” 


* * * 


Mite Miller 


of I. Miller & Sons, Inc., was a 
visitor in Boston recently. He 
had an urge to play bridge on the 
homeward trip and so arranged 
with three friends to meet them 


on the train. All day long both 





“Mike” and his friends anticipated 
the battle of cards. However, 
“Mike” made his reservation on the 
Yankee Clipper and told his pals 
to take the “four o’clock,” think- 
ing that was the time of depar- 
ture of the New Haven’s crack 
train. So “Mike” took the Clip- 
per which he found departs from 
South Station at 3:30 and all the 
way to New York bemoaned the 
fact that his bridge experts, due 
to the confusion, were taking an- 
other train. To make matters 
worse, “Mike” couldn’t promote 
a game on the Clipper and so had 
to while away the time thinking 
of the grand slams he might have 
made had his party clicked. 


* * * 


Cressi and Dorothea Reece, 


sisters, of Columbus, Neb., are 
running a wooden-sole shoe fac- 











in that town and turning out about . 


40,000 pairs a year of service 
work shoes. The Reece sisters 
make but one concession to beauty, 
as one has come to associate 
beauty with women’s footwear. 
They are manufacturing a very 
gay and colorful beach sandal with 
wooden sole. Nonetheless, it is 
the stout wooden-soled utility shoe 
that is their chief stock in trade 
and that has brought them suc- 


cess. 
*x* * * 


eladian shoemaking 
and Indian leather work were re- 
vealed in a display in White’s 
store in Boston. There are a few 
ideas that may be worthy of the 
attention of some of the pale face 
shoemakers. A pair of Indian 
boots, fitted well above the knee, 
offer a thought for Winter sport 
or flying footwear. The legs, 
fully as long as those of women’s 
stockings, are of white buck 
leather, Indian tanned, and as pli- 






HE AINT 
gy SO DUMB 
—- 


sty ae 


able and as strong as any tanner 
of this chemical age has seen. 

The sole is of deerskin with the 
hair on it. The upper and the sole 
are joined together by an over and 
over stitch. One pair of low shoes, 
of Indian manufacture, all hand 
work, of course, might be classed 
as a balmoral. The upper is of 
white buck and the sole of raw 
hide. The upper and the sole are 
joined together by an over and 
overstitch. The thread is passed 
through the substance of the sole, 
and does not appear on the surface 
of the sole. It’s an ingenious bit 
of sewing. 

A like type of low shoe in this 
collection has a sole of black 
leather of a sort that does not look 
familiar to any modern tanner. On 
the walls of this exhibit are some 
excellent specimens of Indian 
tanned leather, some being deco- 
rated in Indian designs, and colors, 
which, according to some authori- 
ties, are very good art. 





MISTAKES 


—We’ve all made mistakes during the past 
hectic year or so, but the greatest of all 
these mistakes is that of cheapening our 
products. When the true story of Qual- 
ity’s Rave has been written it will make 
the bones of our Ancestors rattle in their 
graves. Many fine names and reputa- 
tions have been sacrificed before the Altar 
of Cut Prices. 

—And yet, Quality is coming back. The 
Public whose purse is power, is beginning 
to rebel against cheap things. They may 
still be Price Conscious, but they are cer- 
tainly becoming doubly Quality Conscious. 
And that means the beginning of better 
times for all of use. 


et le 


President 





A lot of children 
can attend a 10c. movie on $10.00, 
Joe Dacy, Cinderella Shop, of 
Austin, Tex., has reasoned, and he 
feels it is well worth the advertis- 
ing to give children’s theater par- 
ties on Saturday mornings to a 
bunch of youngsters he has organ- 
ized into a club. 

“Having the club not only keeps 
my shop name before the children 
and their parents, but it gives me 
personal contact with the children 
themselves and an opportunity to 
make friends of them,” Mr. Dacy 
said. And that’s important in 
selling to children!” 


ee 


Compulsory price 
rises have been ordered in Mos- 
cow by the Soviet government. 
The prices of food, clothing and 
manufactured articles went up 20 
per cent to 100 per cent. It auto- 
matically raises the price of shoes 
from $25 to $50 per pair and other 
commodities in proportion. 

What a world! What a world! 
In Russia, with scarcity, there is 
no top to prices. In America, with 
plenty, there is no bottom—and 
there is no happiness in us. 


x * * 


dd 
To help popularize 
our new sports shoes among the 
university boys of Waco, we plan 
to employ some of the most well- 






Boor 
12 combining THE SHOE RETAILER, March 5, 1982 





liked chaps at Baylor University 
here to sell shoes in our store,” 
said H. L. Davis, manager of 
Davis Booterie, Waco, Tex. 

Mr. Davis has tried this idea be- 
fore at the opening of a Spring 
season and found it very effective 
in attracting college students to 
his store—and selling them. 


* * * 


Miss Pauline Morgan, 


style analyst of the Amalgamated 
Leather Company, recommended 
to Dallas shoe departments during 
the Texas-Oklahoma Shoe Retail- 
ers and the Southwestern Shoe 
Travelers joint convention that 
paid advertising space be devoted 
to the correct pair of shoes to be 
worn with any new Spring dress 
advertised. 

Neiman-Marcus, one of the lead- 
ing fashion advertising stores in 
the South, put her idea to work 
immediately with notable results. 





d 
“Mayor Walker and 


the Prince of Wales have done 
more than any other individuals to 
influence the trend of men’s cloth- 
ing,” said Sylvan Kranheim to the 
National Association of Retail 
Clothiers and Furnishers at their 
Annual Spring Styles Meeting 
February 10. 

The style experts forecast the 
greatest season for Palm Beach 
linen and seersucker suits. Slacks 
will displace knickers. Linens will 
be worn everywhere. Plain gray 
leads, tan effects follow and then 
comes dark and red brown. The 
clothiers say “a decided tendency 
toward all white shoes for men,” 
and the panama hat will lead. 


* * * 


lv s possible to sell 
more shoes to girls between 14-18 
years of age if you give them 
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on this type or promotion, Carl 
Davis decided, and he announced 
the opening of a “Petite Shoe 
Shop” on the fourth floor of 
Titche-Goettinger de partment 
store, Dallas, Tex. 

The shop is in connection with 
the store’s regular department of 
women’s shoes, but is to be a dis- 
tinct unit with salesmen most fa- 
miliar with lasts adopted for young 
girls and an adequate knowledge of 
their needs in charge. 


* * * 


One Boston store 


makes a strong feature of suspen- 
ders of leather for men. Singular- 
ly, the leather of the suspenders, 
brown, corresponds to the brown 
of the leather of some shoes that 

e same store is featuring. The 





grain of the leather also corre- 
sponds. There’s a thought that 
some brave man will peel off his 
coat, when the weather gets warm, 
and go about in a fashion of sus- 
penders and shoes of matching 
leathers. 
x * * 


While the shoe and 


leather industry has been ably rep- 
resented in the governor’s chair of 
a number of States at various pe- 
riods, with two distinguished Mas- 
sachusetts sons—the late William 
L. Douglas and Frank G. Allen— 
both serving as chief executives of 
the Bay State, New Hampshire has 
the distinction of having had two 
brothers, both members of the 
same firm engaged in the making 
of shoe materials, elected to the 
governorship. 

Rolland H. Spaulding, president 
of the Spaulding Fibre Co., Inc., 
Rochester, N. H., and his brother, 
Huntley N. Spaulding, treasurer 
of the same company, shared this 
unique distinction. 
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Rolland Spaulding was governor 
of New Hampshire 1915-1916, 
while his brother presided over 
the executive mansion in 1927 and 
1928. They are well known 
throughout the trade and are both 
active in their counter business. 


* * * 


E. Turk of Turk Bros., 


Tulsa, Okla., registers no enthu- 
siasm in discussing men’s sale of 
footwear. 

“We scarcely ever see a reason 
for holding a sale of men’s foot- 
wear. Many of our customers wait 
until we run our semi-annual sale, 
instigated by a nationally adver- 
tised line of shoes. Then they 
supply themselves with enough 
shoes to last a season. This busi- 
ness could be secured at regular 
prices, and if a stock is bought 
correctly the shoes should be good 
for the period bought. The style 
of men’s shoes doesn’t shift 
enough to make them as hazard- 
ous as women’s shoes.” 


* * * 


Historians of the 
World War seeking additional 
material for official records might 
well step into the private office of 
Chester D. Heywood, sales mana- 





ger of the Heywood Boot & Shoe 
Co., Worcester, Mass., for here 
Major Heywood has placed in ap- 
propriate frames many copies of 
official war records. 

Mr. Heywood, in addition to 
serving with distinction as battal- 
ion commander in the 5th Divi- 
sion, was the author of several 
books on the World War, includ- 
ing the history of the Division with 
which he served. 


* * * 


Bity B. Van, 


minstrel to you, but Mayor to 
Newport, N. H., and incidentally 
the fourth largest soap manufac- 
turer in the United States, lifts his 
town out of depression by issuance 
of “prosperity checks.” Here is 
how he puts money into circula- 
tion. When a worker gets paid, 
he receives his salary in cash but 
the last bill is a “$5.00 prosperity 
check.” The check is good for 
goods in any store in town. It is 
considered as cash everywhere in 
Newport. When thirty indorse- 
ments are recorded on the back of 
the check, it is bankable. Thus 
“prosperity money” is kept in con- 
stant circulation and kept “in 
town.” It is acceptable to the 
workers and understood to be 
“home-town money.” 
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Hobo: “Psst! Try again, Eddie—this is only size 7!” 
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An Important Announcement for Every 


theories. This is the scientific approach, the attitude that takes 
nothing for granted, challenges everything, demands proof to 
substantiate conclusions. 


HERE is a new thought.in Merchandising. Facts must replace 
guesswork. Principles have to be formulated instead of 


Business today is based on scientific principles. The modern mer- 
chant cannot afford to risk money “playing hunches.” He must operate 
his business on the basis of definite knowledge and according to definite 
plans for the control of the various factors that make for success or 
failure. 


On the other hand, retail business can never be an exact science, 
ruled by hard and fast axioms and formulae, as in the case of mathematics 
or engineering. For the human factor is ever present, threatening to 
upset the best laid plans of manufacturers and merchants. 


And so, back of buying plans, stock keeping, inventory and mer- 
chandise control must be the broad plan that takes account of the whims 
and habits of human beings. The shoe merchant must plan his business 
on the basis of what kinds of shoes the men and women of his community 
will wish to buy this season and next—and at what price. 


The shoe store is fundamental because customers and merchandise 
are fundamental. And the fitting stool is the point of contact. 


Every man in the Shoe Industry needs to know what significant 
changes are coming about at retail. Come with us into a shoe store and 
see for yourself what is happening under the stress of economic readjust- 
ment. How is the machinery of selling meeting the strain? What are 
the needs of today and what will be the necessities of tomorrow and the 
new era that lies ahead? 


Watch for the 
first feature article 
in this series to appear 


in the issue of March 12, 1932 
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Reader of The Boot and Shoe Recorder 


piring in the typical shoe store in the trading centers of the 
country. The title of this series “WHAT A SHOE STORE 
IS THINKING ABOUT” is highly descriptive. 


Just what is in the merchant’s mind? 


What problems does he encounter when he opens his store in the 
morning? 


URING the months of March and April we will publish in nar- 
rative form the most careful scrutiny of just what is trans- 


What worries present themselves as the day progresses? 


What does he find are the results of the day’s experiences as he 
locks his doors at night? 


What headaches does he take home with him? 
What is the current status of the business at retail? 
What are the trends? 

Where are he, and his brother merchants heading? 


Where will they be tomorrow, and the next day, and five years from 
tomorrow? 


These, and the hundreds of other timely and deciding questions 
that rise to perplex the industry will be met squarely and their answers 
sought on the floor and over the fitting stool of a typical independent 
store. 


This narrative series . . . . important, vital, illuminating . .. . is based 
upon the personal experiences of our Editor, Arthur D. Anderson, and 
our Field Editor, Harry R. Terhune. 


“What a Shoe Store Is Thinking About.” Does it interest you? 
You bet it does, and you can’t afford to miss a single installment. The 
first will appear in the issue of March 12, 1932. 
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“Not Too Proud to Fit,” These 





EDMUND B. STERN 


“We've been selling quality 
merchandise for eighteen years,” said Edmund B. 
Stern, who with Joseph Levy, owns and operates the 
Walk-Over Boot Shop in Tulsa, Okla., “and we ex- 
pect to maintain the same quality upon which we have 
built our reputation.” 

This store sells much of the high grade footwear 
worn in Tulsa—but few stores found anywhere exude 
more enthusiasm than this firm, with its friendly and 
intimate contact, not only with its store organization 
but with its customer clientele. “We haven’t become 
panicky during the past few years and we don’t an- 
ticipate any stampede which will force us into cheaper 
grade footwear. 

“Understand, we are passing on to our customers 
such price reductions as are made by the manufac- 
turers, but this applies only to the grades we’ve 
been selling for years. When business resumes its 
normal we will make up for any loss of business we 
may have to suffer during periods such as we’ve been 
going through. 
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Customers Came, Believed and Bought 
with the Consequence that Walk-Over 
Boot Shop Way Down in Tulsa, Okla- 
homa, Has Been Able to Maintain the 
‘Quality Standards on Which It Built 
Its Reputation, with the Average Sale 
Between Eleven and Twelve Dollars 


By 
GEORGE E. GAYOU 


Associate Editor 


“We had an instance of why it is wise for us to 
continue our policy of quality. A woman who was - 
accustomed to buying higher priced shoes economized 
with a cheaper pair. She returned yesterday demand- 
ing the make she has always worn, adding this com- 
ment: ‘For a year and a half I have suffered with 
my feet and I can’t stand these cheaper shoes.’ 

“While our average unit sale a few years ago was 
much higher than it is today the average sale will be 
between $11.00 and $12.00. 

“We stress fit in our store. That is one rule upon 
which we insist with our sales people. The shoe 
must fit. You see these clean-up shoes of odds and 
ends selling for $3.95. Well, each pair is fitted with 
as much care as if they were sold for $14.50. _ 

“Why do we do it? A customer will forget every- 
thing else about a shoe, what she paid for it and 
unde rwhat conditions she bought it, but one thing 
she will not forget is that the shoe came from your 
store and if it’s giving trouble she will condemn you 
for improper fitting. 


“A merchant today can no longer 
guess when he’s buying shoes. We have a com- 
plete analysis of our stock and when I leave on a 
buying trip all types are segregated, together with 
the size sheets indicating the number of pairs bought 
and number of pairs sold and size summary. Every 
shoe man has to be a better merchandiser today. 
When business was good perhaps some laxity was 
permissible, but not today. No one can afford an 
accumulation of odds and ends. 

“We find it a smart policy to be shert rather than 
long on shoes during present conditions. Not short 
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Shoe Men Told Their Public 


A Customer Will Forget Everything 
Else About a Shoe, What She Paid for 
It and Under What Conditions She 
Bought It, but One Thing She Will Not 
Forget, That She Bought It at Your 
Store and if It Gives Trouble She Will 
Condemn You for Improper Fitting. 


to the extent that you impair your sales, but not long, 
so as to leave too many pairs to be cleaned up. 


“A buyer today must be on the 
floor and not too proud to fit customers if they re- 
quest your services. Mr. Levy and myself fit many 
pairs of shoes, in fact we advertised the fact that we 
were “Not too proud to fit” in some of the news- 
paper copy we ran. Our knowledge of the trade is 
such that I can buy more intelligently when I encoun- 
ter the objections and approval of our customers and 
the preference expressed for certain types. 

“Another factor which we believe important in the 
shoe business today is for a merchant to limit his 
sources of buying contacts. We don’t change lines 
and chase from one manufacturer to another. That 
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The Walk-Over Man says: 
“Certain shisigs go by faver but the best things are earned 
<> 


Two Shoe Men a 
with a Reputation for Service “What a Wonderful Store” 


and Joe Levy are 
Be asian sores eons 
prietors; they are real fitters who pa when she 0 our sew que 
know how shoes should be fitted : the first time. And that seems 
to feet and who are not afraid to — up the feeling See a 
attend to this firting personally. . they visie this sore. nie 
* Patrons of the Walk-Over Boot Ber: 1--tcgse wae i's co 
eceive a brand of service emt. . . iy 
— to none in the city, or any fone make this your shoe 
other city. They will also find here sola i pyar assurance that 
a choice of the most fashionable fen iy 3 comecty Daa 
styles anywhere, in sizes to fit the per your dillise..- and 
hard-to-fit fees. courteos usly. 
You will find here at all times a fine 


: variety of styles, of patterns, and a full 
Walk-Over Boot Shop fange of sizes to fit every foot. 
f 08 South Main Street 


Wi ‘er 
Q “atau p 
Two typical newspaper advertisements by which the Walk-Over Boot 
Shop in Tulsa sells its service to the public. 
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JOSEPH LEVY 


is a mistake. Our manufacturers know what we want, 
they understand us and we them, with the result that 
when we want some unusual service our loyalty to 
them prompts an immediate granting of our request. 

“In our store the entire organization is like one 
large family. We’ve tried to maintain our wage stand- 
ard with our help. You must allow a salesman to 
earn more than just a bare existence if you want him 
to be satisfied. A disgruntled salesman is no help to 
any store. 

“Our selling organization has been reduced, of 
course, but one thing this present business situation 
has done, it has weeded out the incompetents. 


Md 
- month we have store 
meetings, and from these meetings we get a frank 
expression from the men on the floor of certain 
styles, lines and materials. This is valuable in buy- 
ing as the men can explain why sales are missed and 
deficiencies of fitting in certain lasts. 
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All forms of publicity are used by Stern & Levy. 
Newspapers, windows, interior displays, outdoor and 


general advertising all receive their proper attention. 


“we concentrate most of 
We find them 


“But,” ‘remarked Mr. Stern, 
our advertising budget on newspapers. 
more effective than direct mail. 

“Starting last year a well planned and intelligent 
campaign was carried on through the mail that brought 
us some measurable returns. This consisted mostly 
of cleverly worded letters sent to our list which we 
make up from our sales slips. On every sale we get 
the names, address, size of the shoe and style num- 
ber. This information is transferred to our card file. 
A checking of this list every six months is quite im- 
portant. If a customer has not bought within this 
period, he receives one or more letters. 

“The main selling talks from these various letters 
are given to illustrate the points brought out: 


(First letter) 


“Last Monday we had a strange idea—one that will 
interest you, inasmuch as your name came up 

“We were thinking how many polo chong folks like 
you, whom we really value as patrons, had not been in 
for some time. Just to get an actual count, I went over 
our cards, and in all those cards, strange to say, there 
were only a very few who had not been in recently. Your 
name, however, appeared among these. 

“The thought came to me that something must have 
happened because you had not been in for so long. 
I said, ‘I’m going to sit down and write a note and ask 
her to tell me honestly just what is the matter.” 

“Will you do this for us? It won’t take but five min- 










Novel and artistic interior of the Walk-Over Boot Shop in Tulsa, showing vaulted ceiling and recessed shelving. 








utes to answer this note and five minutes is not such a 
long time to give a firm with whom you have had pleas- 
ant relations so often. 

“We will be waiting for your answer—have, in fact, 
made a note of it on my calendar. Or, of course, if it is 
more convenient, stop in the next time you are down 
town. We shall be mighty glad to see you.” 


The second letter follows shortly afterward if no 
favorable action comes from the first. It reads: 


(Second letter) 


We’ve still missed you. 

Your patronage means a lot to us, and when we haven’t 
had the opportunity of serving you for some time, it gets 
us a little worried. Indeed, we appreciate the business 
you gave us, and we want you to know that every one of 
the folks in the store are eager to do everything within 
their power to see that you always are pl 

And now, - ¥ in the heart of the spring season, we 
believe you will want to use your account again. New 
styles are arriving daily. We have, without question, the 
most varied and complete line of both Style shoes and 
Corrective shoes we have had for five years. 

You will enjoy coming in to look at them. 

Won’t you do that? 


“The third letter is signed by myself if Mr. Levy 
has been signing the other two or the reverse if I 
signed the first two. 


( Third letter) 


There must be some important reason why you have 
not used the privilage of your account here. 

If it is important enough to cause you to stay away, 
it certainly is important enough for us to again make 
an effort to find the reason why. 

Mr. Stern tells me he has written you two or three 
times recently, but probably you’ve been just too busy 
to answer. [TURN TO PAGE 66, PLEASE] 
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P. M. System or Mark Downs ? 


Which Is the More Effective and Less Costly 





Way to Move Slow Selling Merchandise ? 


A P.M. system or mark downs 
and clearance sales—which is the less costly way to 
move slow sellers ? 

The answer to this question rests with you and 
your personnel. If you have sales people who are 
working in the interest of the store a P. M. system 
will probably be less costly. If your sales people are 
working only for high commissions and paying little 
or no attention to selling the right merchandise, 
P. Ms. will probably tend to drive away your trade. 

But do not blame only the sales people. The store 
owner or merchandise manager is responsible to an 
even greater degree. When you P. M. undersirable 
shoes you merely tempt your sales people to show this 
type of merchandise to your customers, show it con- 
tinually, praise it, advertise it, sell it and thus create 
dissatisfied customers. 

P. M. your merchandise intelligently; don’t P. M. 
it, then forget that you 
own it. Here is a sane pro- 
gram to follow regardless 
of whether you are oper- 
ating five hundred units or 
only one single store: 

1. Continually review 
your merchandise. 

For the sake of con- 
venience divide the stock 
into four classifications 
such as these: 1. Suedes; 
2. Kids and calf; 3. Rep- 
tiles (all over), satins, eve- 
ning slippers; 4. Patent 
leather. Review one of 
these groups of merchan- 
dise weekly so that every 
fourth week you will have 
reviewed your entire stock. 
Don’t look at stock only for 
reorder purposes but re- 
view it even more thor- 
oughly to find a remedy for 
the slow selling groups. 

By comparing inventory 
with sales you can easily 
ascertain which lines of 
your shoe stock are most 
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dangerous. Then center your attention on these lines. 
Don’t become irrational when patent leather sales 
drop. Don’t suddenly P. M. all of your stock of 
patent leather footwear. 

2. Know your stock. Pick out those lines of shoes 
that have sales possibilities, but are sluggish. Place 
a small premium on these particular lines which you 
have picked for a very definite reason. Don’t P. M. 
a novelty color such as red or gray and hope to move 
this type of shoe merely because you have placed a 
P. M. on it. This type of footwear has too few sales 
possibilities to warrant the P. M. method. Instead 
confine P. Ms. to merchandise which can be classed 
as salable to a major portion of your customers if 
properly presented to them. Then see that it is prop- 
erly presented and not forced upon them. 

3. Never P. M. “disgrace footwear.” There is 
going to be some merchandise in your stock which is 
a disgrace to your store. 
Don’t put a large P. M. on 
this kind of goods and ex- 
pect your sales force to 
clean it out. This is mark 
down material. Use it as 
such and either mark it 
down for immediate sale at 
a much lower price, hold it 
for a planned future clear- 
ance or sell it to a jobber. 
But MARK IT DOWN. 
Don’t place a huge P. M. on 
it and tempt every sales 
person to show it to every 
customer. That’s bad ad- 
vertising. 

4. Remember the sea- 
sons. We still have four 
seasons in every year. Don’t 
wait until Summer to P. M. 
Winter merchandise. Do it 
this Winter or not at all. 

A P. M. system is fine 
when it is a system. Grant- 
ing P. M.s indiscriminately 
will not help either you or 
your sales force in the long 
[TURN TO PAGE 60, PLEASE] 
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Open sandal of regimental striped ribbon to be worn 
without hose 
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Prince of Wales type oxford with side closing and 
throat perforated and underlaid 
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Perforated summer shoe with banded edges and 
open shank lines, giving an easy fit 
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SPORTS 


Novel Materials and Original Pat- 


terns to Sweeten Summer Stocks 


By MADAME HAMILTON JEFFRIES 


= once in a while even the most 
conservative shoe buyer realizes the necessity of sweetening up 
his stocks. The eye of the salesman easily tires of the same 
old sixes and sevens day after day. A bit of color, a dainty 
slipper or a new spectator or sport shoe to be tried on helps to 
make the sale worth the effort. 

Boulevard and avenue shops are showing regimental ribbon 
shoes which, because of their intricacy of pattern, remain in 
bench houses. These ribbons are hand braided over the vamp 
line and-arranged to spread with the contour of the foot. 

The unlined Prince of Wales oxford, made of calf, and fin- 
ished on the inside in a light color which does not crock the 
stockings, is shown with a newer pattern accomplishment. Coast 
buyers have alréady found a market for the plump white calf 
open shank rubber-soled sport oxford. This shoe is stitched 
in brown, detailed with rhythmic punching. The shoe employs 
the rolled leather edge and is a shoe which can be sold from 
coast to coast from Spring through the Summer. 

The side lace Wales is made of all white calf and underlaid 
in brown calf. The throat may be in white, but it also is styled 
with a throat of the flesh side of the leather or made with con- 
trasting throat of dark brown calf. 

A shoe of this character should be in the wardrobe of every 
smartly dressed woman this season. It is a shoe of many 
purposes and is most youthful in its expression. Now that the 
brightly colored frocks are coming into the summer picture 
the white kid and calf shoe assumes greater importance and 
the season will begin early and stretch well into Fall. 





Left: Prince of Wales ox- 
ford pattern designed to 
give spring to the arch and 
a lift to the foot line. 
Right: Rubber soled beach 
sandal with colored detail in 
red, blue and beige. The 
long cut of the vamp open- 
ing and the short vamp 
make this shoe fit many feet 
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Sound Merchandising Starts With Mer- 
chandise and Persistent Price Clamor 
Merely Dulls the Public’s Perception of 
Today's Extraordinary Values in Shoe 


Styles and Service 


By 
HARRY J. GROSSMAN 


HE opinions of a man only one year 

in shoes, prior to which he was a 
distribution engineer and management 
expert, bring a fresh viewpoint into 
shoe merchandising and shoe promotion. 

The factory of the Cincinnati Shoe 
Company, with which Mr. Grossman is 
connected, shows an increased volume 
of 40 per cent and the year of 1931 was 
closed in the black. He maintains that 
much of this was due to the fact that 
they stood “pat” on price in the $3.00 
and $4.00 range throughout this period. 


The year 1931 let loose 
on American business an avalanche of price reduc- 
tions. Wheat, cotton, copper and many other basic 
commodities hit low figures which disproved many a 
theory as to the automatic widening of consumption 
by lowering of price. The landslide has buried tem- 
porarily some of the fundamentals of merchandising. 
Plain horse sense has been submerged.. As the seller 
goes up and down the land today talking with the 
buyer—or near-buyer—he finds two contrary ideas. 
One of these ideas is constructive, the other destruc- 
tive. To the degree that the constructive idea gains 
ground and becomes incorporated in the practices of 
our industry, the destructive idea loses. 

The destructive idea is sired by the desire for vol- 
ume at any price. It is bred in a spirit of panic. It 
is a blind idea. Blind, that is, to merchandising. 
The merchant today who is dominated by this idea 
is willing to offer his customer anything as long as 
the price is staggeringly low. This merchant doesn’t 
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SELL SHOE VALUES 
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HARRY J. GROSSMAN 


realize that Mr. and Mrs. Andrew J. Public have 
been price-walloped until they. have lost their capac- 
ity to stagger. Price thrills are like other thrills. 
After a while, the nervous system just fails to react. 

Trade practices are contagious, like mumps or 
measles. They spread to consumers and consumers, 
today, are infected with price psychology to such a 
degree that they have developed an immunity to 
further infection. 

If this cut-price-to-hell-with-the-value-of-the-mer- 
chandise mania persists and becomes the keynote of 
the shoe business, it will do irreparable damage. An 
industry doesn’t live by price alone. 

The constructive idea which has crawled out from 
the bargain avalanche and is making its way around— 
limping a bit it’s true, but still getting on—is that the 
first requisite in sound merchandising is merchandise. 
Not just any piece of merchandise but merchandise 
with value in it. This constructive idea starts with 
[TURN TO PAGE 60, PLEASE] 
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New Speed Records in Shoe Stores 


[nstead of speeding up a 
customer, try speeding up the stock. The customer is 
paying for service so don’t be skimpy in giving it. But 
when it comes to stock on the shelves speed the part- 
ing guest and welcome a new one in post haste. 

Many a merchant has found that he can do more 
business on less stock than ever before. The mer- 
chant can put in a make-up order and thereby get a 
basic stock adequate to the size of his store. The 
minute the stock gets into the store it is subject to cus- 
tomer-test and trial. When a dozen pairs are sold 
then is the time to start in sizing-up. Some stores 
size once a week, speedier stores size twice a week, and 
there are some stores that size every day. As a result 
store are able to do a better business and a safer 
business by constant attention to the actual size con- 
dition of the stock. 

In-stock service is subject to its greatest test in 
this month of March. If a merchant can get replace- 
ment shoes instantly, he is justified in paying the extra 
cost. But factories must learn how to operate efh- 
cient in-stock departments that deliver close to 100 
per cent of the shoes re-ordered. Assurance of such 
efficiency makes operating for the dealer more eco- 
nomic. One merchant has a stamp that he thumps on 
every order. It says, “Please do not substitute sizes.” 
Another stamp says, “Cancel all sizes not in stock.” 
He has found it necessary to put these stamps in red 
ink on every order to insure both speed and certainty. 
He has found that too many in-stock departments are 
operated without an adequate reservoir of shoes. The 
order departments approximate sizes instead of filling 
exact size requirements. This merchant wants none 
of his shoes put on back order because he finds out 
that the accumulation of back-orders destroy the bal- 
ance of his business. He wants what he wants when 
he wants it, and will take nothing else. His caution 
to the manufacturer is “Don’t put so many shoes in 
stock, but have plenty of sizes and widths, especially 
at the beginning of the season.” 

If a merchant has a daily acquaintance with shoes 


on the shelves, he can tell his needs from the number 
of holes that he finds in the racks. He can tell the 
movement of goods best by this optical test. Records 
in the office are necessary, but of first importance is 
the daily movement of goods as noted on the floor. 

New speed records are being made in shoe store 
stocks by those merchants who take full advantage of 
the efficiency of Uncle Sam’s mail. One merchant 
has increased his business with one manufacturer 
nearly 100 per cent since the first of the year. He 
writes his “Fill-in orders” every Saturday so as to 
catch the last mail out. He knows that the factory 
fills the order early Monday morning. By Wednes- 
day morning the new shoes are in and ready for sale. 
To date with 1200 pairs out of in-stock that merchant 
has received every pair with the exception of 9— 
some record for “in-stock.” He uses both mail and 
express service and finds that he can do more busi- 
ness on less capital invested than ever before. 

This merchant has insisted that his clerks give more 
fitting time per customer to insure a satisfactory sale 
and to minimize returns. As a result, he is doing a 
better business and making more profit through con- 
stant attention to the important “in and out” service 
or shoes in his store. 


We have stressed the subject “in-stock” at this 
time because of its important bearing on the na- 
tional volume of shoes made and sold in the month 
of March. This month is most important because 
it has a natural peak of sales just before Easter. 
If every store everywhere sells a few more pairs 
of shoes in the month of March, it will encourage 
better business in April, May and June. 

No store lives by itself alone, it is part.of the in- 
dustry and aids or retards national business by the 
way it operates pair by pair over the fitting stool 
in the month of March. We are going to ask retail 
dealers everywhere to inform us as to the sale of 
shoes this month in comparison with the sale of 
shoes a year ago, and then to tell us the results of 
business in the first quarter. If the public is re- 
ceptive to new shoes and more shoes it will be an 
encouraging sign to this and to other industries. 
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Buy as you sell. This is no time to 


once on 


x 1932 

an ober CK YEAR 

\\\ : We Are In-Stock Specialists 
\\Woe 


gamble with ‘‘make-ups:’ Size up 
quickly from stock in the styles that 
prove popular. 





87% of our shipments are made 
from stock. Hundreds of merchants 
from coast to coast are profiting by 
this unusual aid to rapid turnover. 
Send for our latest Catalog. It lists 151 Foot 


Fashioned Styles Priced Right for 
a Splendid Mark-Up. 











SUCCESSFUL MERCHANTS 
are concentrating on 
IN-STOCK SHOES 
for proper turnover and 
bigger profits. 


3 of 151 Models in Stock 





THE NANETTE THE ARISTINE THE ARISTO 


Unbranded Littleway Construction DeLuxe Littleway Construction a Littleway vt sige , 

i , c , Style 6032—Genuine Frogskin anc 
Style 7483—Black (Satin Finish) Kid, b n ay t 
Genuine Frogskin 'Trim—$5.15 Style 6031—Genuine Frogskin and Brown Kid—$5.15 

: : Brown Kid—$5.10 Style 4041—Putty Willow Calf 





Style 6034—Brown Kid, and Brown Calf—$4.65 


Genuine Frogskin Trim—$5.15 s x , - . Style 8076—Natural Sport Cloth and 
tyle 9054—White Kid—$4.65 = . - 
Style 744—Black (Satin Finish) Kid— Brown Calf—¢4.50 
$4.65 Style 741 — Black (Satin Finish) Kid— Style 9053—White Calf—s4.65 


Style 740—Black (Satin Finish) Kid— 
Style 9055—White Calf—$4.65 $4.50 65 


P. W. MINOR & SON, INC. 


BATAVIA, N.Y. 


NEW YORK SAMPLE OFFICE — ROOM 437 MARBRIDGE BUILDING 
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To Test Validity 


Patent 


Suit of Frank Grossman, Based on 
Sleeve Adjustment of Prince of Wales 
Oxford, of Vital Trade Interest and 
Importance Because of Nation-Wide 


Acceptance of This Style 


Vv WT W 


‘= style in shoes does 
not blossom in a day or season. Its growth is often 
slow and sure and the development of many seasons. 
The shining example of a distinctively new style in 
footwear is best illustrated by the Prince of Wales 
shoe. It was first illustrated in the Boor AND SHOE 
Recorver following the visit of his Royal Highness 
to America some eight years ago. He was guest 
at the house of John Lawrence at Pride’s Crossing, 
Massachusetts. On the golf course he wore a dis- 
tinctly new shoe. It was so different from the ordi- 
nary run of men’s shoes that it became instant news 
to the many shoe men who were in the golf gallery. 
That night through courtesy of a fellow guest, the 
shoe was sketched. It appeared in the next issue of 
the Boor AND SHOE REcoRDER and was properly 
labeled, “The Prince of Wales.” 

The shoe developed increasing interest, but not in 
men’s wear, for it jumped right over into feminine 
footwear. American men were not quite courageous 
enough to go the full distance. The shoe had slow de- 
velopment because unless worn with heavy wool 
stockings the lace through the eyelets pressed on the 
top of the foot with some discomfort to the wearer. 
But it continued its slow and steady growth notwith- 
standing. It became a tailored type and as such was 
to be noted wherever smart women congregated, at 
races, meets and golf tournaments. 

It came into its own after a change was made from 
eyelets to a sleeve effect, which permitted the heavy 
lace to slide vertical with the foot. The in-and-out 
of the eyelet was then changed to an easy sliding 
loop. Eureka, a new National style, was born through 
the practical method of adjustment. The real secret 
of the fitting of the Prince of Wales shoes is in the 


24 





The “sleeve effect” of the Prince of Wales shoe, now up for test as 
to its patentable authenticity. 


lift at the throat. The loop at the throat has the effect 
of preventing the bite and bind. Then, too, the three 
lace fingers on both sides of the shoe give a snugness 
to the upper and a certain amount of support that 
actually gives all the merits of oxford fitting to an 
open front shoe. The elimination of tongue-effect is 
also in its favor. Now, we come to the time when a 
National demand for the shoe developed a secondary 
name for it—the Ghillie. It is not the true Ghillie of 
Scotland, for that is an oxford effect with an over- 
laying tongue, slashed or perforated. But in its 
Americanized terminology it fits admirably into crisp 
advertising phraseology. 


So now we see the 
Prince of Wales or the Ghillie in National sale. It 
now enters complications. 

“Frank Grossman, his heirs or assigns, for the 
term of three and one-half years from the date of this 
grant (issued by the Patent office on the 28th day of 
July, 1931) have been given the exclusive right to 
make, use and vend the said design (the sleeve effect 
above mentioned) throughout the United States and 
the territories thereof.” 

Frank Grossman is a member of the firm of Julius 
Grossman, Inc., of Brooklyn, and he has employed 
Samuel R. Weltz, Attorney, to bring suit against one 
or more concerns on the basis of this design’s patent, 
claiming first invention of said new, original and or- 
namental design for shoes on May 28th, 1931. 

Shortly the courts will decide whether or no owner- 

[TURN TO PAGE 38, PLEASE] 
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g A; OO Is The Popular Selling Price 
FOR THESE 


QUALITY-BUILT 
MEN’S SHOES 


For years, $5.00 was considered a popular price for 
men’s shoes. But that time is past. TORSON 
meets the challenge of present days with a new, 
quality-built line for $4.00. And these new 
TORSON shoes for $4.00 are actually better shoes 
than could possibly have been sold for $5.00 or 
even more, two years ago! 







































No. 983 — Black 

calfskin. In Stock 

B, © and D, 6-11. 
$2.75 


New smart styles—improved quality of workman- 
ship—better grades of materials—finer leathers— 
the very best lasts—make TORSONS the equal 
or superior of many brands that are much higher 
priced even on today’s market. TORSONS pass on 
to you and to your customers every penny of sav- 
ings that present reduced costs make possible. 
Every cent of cost goes into the shoes, themselves. 
For instance, check these constructional features: 
‘(1) Genuine calfskin uppers. (2) Full leather 
quarter lining. (3) Oak bend outsoles. (4) Extra 
quality insoles. (5) Ankle-snug patterns. (6) 
Every model pedometer tested for fit. (7) Only 
first quality rubber heels. 


TORSONS are destined to set new standards of 
value in men’s shoes—to open a tremendous new 
field of profitable, business-building opportunities 
for dealers. TORSONS have been styled, built, 
and priced, for the today of adjusted -incomes. 
Now is the time to make a careful analysis of your 
lines—to forget frills and fancies—to judge shoe 
values—to turn to TORSONS! Order direct from 
this page. 


Herold Bertsch Shoe Co. 
Grand Rapids, Mich. 
Shoe Manufacturers Since 1892 


No. 980 — Black 

calfskin. In Stock 

B, C and D, 6-11. ' 
$2.75 









. 970—Brown 
calfskin. In Stock 
B, C and D, 6-11. 

$2.75 No. 986 — Black 

calfskin. In Stock 

B, C and D, 6-11. 
$2.75 






No. 971 — Black 

calfskin. In Stock 

B, C and D, 6-11. 
$2.75 
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SHOE CO. 


MINNESOTA 





JL, 


STANDARDIZE 
COMPLETELY ON 


RUBY KID 


In specializing on the production of an ideal orthopedic 
shoe for women, the O’Donnell Shoe Co. of St. Paul, 
Minn., took long preliminary counsel. 








They did not stop with a carefully designed and scien- 
tifically constructed last—they stressed particularly 
leather excellence throughout, realizing that herein 
lies a principal factor in making customers “repeat”. 


Style smartness, snug and comfortable fitting qualities to 
round out a product calculated to make customers auto- 
matically want the same shoe again, were naturally given 
careful attention. ' 


That RUBY KID was chosen as the standard black kid for 
the O’DONNELL ORTHO SHOE was naturally pleasing 
to us. 


° 


Still more gratifying and significant, however, is the fact 
that RUBY KID has continued to serve them in a 100% 
Capacity—especially when one understands the purpose 
to excel that is behind O'DONNELL ORTHO SHOES. 


JOHN R. EVANS & CO. 


Camden, New Jersey 


CINCINNATI PHILADELPHIA ST. LOUIS MILWAUKEE ROCHESTER BOSTON 


OAM AA AA ZAZA AAA 4 AE AE EE Eo 
~ ~ Fe TW TW WR WR BR BABB BW Wa BW BM 


EVANS LEATHER 
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By HARRY R. TERHUNE, Field Editor 


I. is not the big stock 
that saves sales, but how the shoes appeal to a store’s 
clientele,” is the sage observation of Frank P. Mason, 
Taunton, Mass. “When I buy shoes I put myself in 
my customer’s place. I ask myself first how this shoe 
will fit, then its timeliness as to style. The man on 
the fitting stool should know the answer to these 
questions, or else he does not belong there. 

“There is a decided drawback in trying to carry 
too many styles, for only a certain amount of shoes 
may be purchased. The sure selling models are robbed 
in a fruitless endeavor to spread too thin in the 
quest for volume. All this results in an improper dis- 
tribution of the merchandise on the shelves. 

“It is possible to reduce one’s stock and at the same 
time not reduce the sales value of that merchandise 
through eliminating the odds and ends accumulating 
through helter skelter buying.” 


* * * 


Linen attentively to this bit 
of wisdom from a well seasoned shoe fitter and retail 
shoe merchant, H. A. Hall of Newark, N. J.: 

“Any person may sell someone a first pair of shoes. 
“The selling of the second pair to the same cus- 
tomer by the same person, that’s an accomplishment 














OTHER 
»» » PEOPLE'S 








IDEAS 





of importance. A man who sells and fits conscien- 
tiotisly will invariably bring the customer back, pro- 
vided he does not oversell. If a customer is led to 
believe that one pair of shoes will put wings on the 
feet that have been mistreated for years, even if the 
shoes are properly fitted in every respect, the chance 
of a satisfied customer returning is slight. 

“Tt hurts to lose a sale, but it hurts worse to sell a 
misfit.” said Mr. Hall in stressing the importance of 
proper fitting. Having in mind particularly those 
who demand the wrong size, he finds they come back 
saying in effect: ‘Sorry I played hookey. Fit me up 
right this time.’ Just the proper experience to make 
them appreciate good treatment. 

“There is a lot of satisfaction in playing the repeat 
business rather than chasing the will-o’-wisp of vol- 
ume. In times like we are now experiencing, a store 
built on repeat trade can live off its own clientele. 
Our customers won’t bounce around and many of 
them do not dare to experiment with cheap shoes. I 
believe we fellows playing the quality and good fitting 
game are better off right now than the average shoe 
dealer,” stated Mr. Hall. ‘Customer confidence is so 
strong in our shop that the price of the shoes only 
enters into consideration at the close of the sale. 

“Many of our customers come in saying ‘I want you 
to see what is best for me.’ That is confidence.” 

In this store there has been put the accumulated 
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TAKING THE RISK OUT OF STYLE 
IN THE VOLUME RANGE— $84 AND $5 







THE 
WALTER BOOTH 
SHOE PROFIT IDEA 


at work 


Style brings in the money. But which styles? Who knows? 


The Walter Booth Shoe Profit Idea takes the gamble out of 
shoe style merchandising. We carry the style risk. You carry 








a bare minimum stock of all the styles you prefer. You order 






fill-ins from day to day, as you need them, from the Walter 
Booth Factory “IN-STOCK” Department. We carry your 
stocks. You make the profits of high turnover and volume 








sales on low capital investment. No “frozen” styles. 


Even without this efficient “IN-STOCK” Department to 












serve you, Walter Booth’s would be an attractive style 
y y 










2 

, proposition. These well made shoes are styled for the minute 
4 by shoe style experts whose record is remarkably free of 
e 

“orphans”. 

me ; Here is volume! Here is style! Here is profit! That is why 
: ae more and more alert shoe merchants are putting the Walter 
< Booth Profit Idea to work in 1932! Why don’t you? 

) 

e 






Ulebc,VEorR 
aon 7 
| ores 


UV egy 
, 7 Walter Booth Shoe Company 

1 pm 302 N. Broadway Milwaukee, Wis. 

Manufacturers of Men’s Street, Sport and Dress Shoes 


Retailing at $4.00 and $5.00 at a Profit 
In stock AAA to EEEE.... Sizes 5 to 14 
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experience of 20 years as buyer for a large depart- 
ment store, while for the past five years it has been 
operated on Mr. Hall’s own ideas. The following 
copy from a store newspaper ad illustrates the ideals 
of this organization : 

“Individual Fitting Service by Our Staff of Expert 
Fitters. Shoes at Hall’s most graciously express the 
spirit of sane modernism. Here that much sought in- 
dividuality in fine footwear is achieved through scien- 
tific fitting by our staff of expert fitters. This individ- 
ual fitting service assures the extreme in shoe style 
and comfort through perfect fit. 200 sizes, 1-12, 
AAAA to EEEEE inclusive.” 


* * * 


Right in the heart of the 
Times Square theatrical district in New York is the 
original store started by the I. Miller organization. 
In that shop is a highly specialized department, func- 
tioning as completely as a separate individual unit. 
This is the “Small Size Shop,” catering wholly to 
small feet or from sizes 1 to 24% in widths A to D. 

Many lessons have been learned in the past five 
years that this department has been operating. Per- 
haps the chief lesson is that the women who wear 
these small sizes buy entirely different types than 
those who wear the regular run of sizes. The size 
and width range is entirely out of proportion to the 
regular run of stock. The strangest development is 
that women with small feet prefer low heel shoes, at 
a ratio of 3 to 2, while in the rest of the store the 
proportion is 3 to 1 in favor of high heels. 

Low heels as interpreted by the Miller stores means 
16/8 and down, while high heels refer to those 18/8 
and up. 

Salesmen are specially trained in fitting customers 
with small feet for it has been found that entirely 
different methods are needed from the usual. Small 
feet do not elongate as do the average, consequently 
more attention is paid to the width fittings. Instead 
of allowing 2% to 3 sizes over the stock in length, 
the majority of small feet require only an allowance 
of from 1% to 2 sizes. 





Since the starting of this small size section many 
items other than the regular shoes have been added. 
In this category come golf shoes, evening slippers, 
boudoir slippers, all types of overshoes and rubber 
footwear and even hosiery. The stockings are made 
with extra small ankle and calf measurements and 
are carried down to size 744. Special shoe ornaments 
are fashioned for this department, in keeping with the 
small feet. Shoe bags and shoe trees are also in- 
cluded, so that a person with a tiny foot may be as- 
sured of complete service. 





* * * 





School teachers in Eugene, 
Ore., have received a very interesting letter from 
Chester E. Smith in which he offers to give them a 
pair of hose with the purchase of a pair of shoes, pro- 
vided they bring in the following letter : 


You haven’t an easy job ahead of you by any means. We 
know that. Teaching is certainly a most noteworthy occupa- 
tion but an exacting one. You must keep an even temper 
and look your best at all times to accomplish the task of en- 
lightening the finest group of young folks this world ever 
produced. 

Oh, please do not misjudge us! It is not our intention to 
lecture you on the rules of school teaching. You know much 
more about that than we do. So—we will “stick to our last” 
and talk about shoes. 

We want to help make your job as easy as possible. We 
want to help you keep that even temper and help you look 
your best at all times. 

How? 

By advising with you on your shoe needs—whatever they 
may be. Our store is well known for its correct fitting ser- 
vice, leading styles, the extensive stock from which to select, 
the moderate price and exceedingly high standard of quality. 

We are equipped to serve you well and you are most cor- 
dially invited to visit our store and see what we have to offer. 
May we have the pleasure of your patronage? 

Hose? Well, we hope that you will wait until you get 
your shoes before you get them. We have them to harmonize 
with your new dress and shoes. 

This letter good for a pair of hose with the purchase of a 
pair of shoes. 
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ROSEBAY 


W at 


Is the needed leather for 
shoes produced within the 











reasonable price range. 







Delicate — yet durable— 








colorful and modish are 


shoes of ROSEBAY 
WILLOW CALF. 
































AMERICAN HIDE ano LEATHER COMPANY 
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Let Windows Tell a Selling Story 


Display Is the Most Effective Way to Arouse the Urge to Buy. 
Are Your Displays Doing Their Job? 


Varied methods of attack on 


employed by retail merchants in awakening consumer 
buying motives into actual purchasing. Merchandis- 
ing experts have classified under ten or more headings 
the primary urges to buy, going to psychology for ex- 
planations of the inner workings of the mind to make 
clear the hypotheses. It is a good idea to keep in 
view the chief of these groupings, such as “imita- 
tion,” and “emulation,” as the basic factors in making 
sales, but mere knowledge of the different reasons why 
people desire will be of little aid to the practical mer- 
chant in selling if a definite plan of campaign i$ not 
mapped out, purposing to stimulate into action the sub- 
conscious wants of the buying public. 


[N this window by Saks & Co., Broadway and 
34th Street, New York, a specific appeal to 
the “younger set” is made. Shoes on the stairs 
are arranged to make a straight line, continu- 
ous to the base. Massed groupings in military 
formation are a feature of the lower platform. 
A flower effect adds beauty to the display and 
completes the picture presented to the eye of 
the passerby. 


How shall we plan for such a stimulus? In win- 
dow display advertising there should be a two-fold 
appeal: The appeal of footwear in general to all peo- 
ple and the more specific appeal found in the type of 
merchandise emphasized in the display. For example, 
in the window of Saks & Co., Broadway and 34th 
Street, New York, the general demand for attention 
is to women, while specifically the “younger set” is 
appealed to. The caption reads: “Here are a few of 
the many New Spring Models of our famous Younger 
Set Shoes.” The “younger set” is a flexible restric- 
tion placed around the specific appeal ; in fact, it adds 
to rather than limits the appeal of the display. 


‘The physical characteristics of 
this window are well composed. Most striking of all 
is the lettering in the semi-circular arch. The long 
lines of the letters harmonize with the soft folds of 
the valance which forms the background. Soft tones 
make the color appeal of the display. The placing of 
the shoes on the stairs shows a very careful arrange- 
ment. Each pair is turned at angle which, when 
viewed from the front, shows the pattern plainly. 


SHOES FOR THE YOUNGER 


SET ON 
CA Cc 
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DEPT. 5 is set for 
a Speedy Delivery! 


@ If you’re not already well stocked for the Easter 
rush ... or if you need stock at the last minute. . . 
call on Stetson’s famous In-Stock Dept. 5 for a speedy 
delivery of fast-selling Women’s daytime shoes. 

Speedy! Here’s how speedy—Dept. 5 ships your 
order the day it’s received. No delay. Not a second 
lost at the Stetson end. Not a cent lost at your end 
through sales lost by slow factory service. Dept. 5 is 
geared to fill and ship your order instantly, accu- 
rately, dependably. 

And what a complete, comprehensive line-up of 
smart Women’s shoes for you to choose from—52 au- 
thentic daytime models in all. All 52 in stock in 





Dept. 5! Beautiful Stetson weightless welts that are 
revolutionizing the shoe industry . . . light, airy, 
captivating Stetson styles that step to quicker, greater 
profits for you. Any size... any width. . . exactly what 
you want when you want it. 


Send immediately for Stetson Dept. 5’s new cata- 
logue showing the new styles for spring. Select the 
numbers you know will appeal to your trade. Order 
them . . . and let Dept. 5 show you what it’s been 
showing other fine shoe merchants for twenty-five 
years—the first and last word in speedy, dependable 
service. The Stetson Shoe Company, Inc., South 
Weymouth, Mass. 


NEW LOW PRICE RETAIL RANGE ... $10 to $12.50 


STETSON SHOES 


for men and women &% 
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ARNOLD 2@, SHOES 


~*~ == AND SERVICED BETTER, 


The proofs shown on this page are typical of the 
national advertising that is being put behind 














both the men’s and women’s lines of Arnold 
Glove Grip Shoes in“Vanity Fair” and “Vogue” 
this year. Notice that both pages illustrate the 
style and smartness of these shoes, with special 
emphasis in the copy on the easy comfort and 
perfect fit of the Arnold Glove 
Grip feature . . . the feature that 


everybody knows. 


Back of the Arnold line is every 


resource of the Stetson Shoe Co. 
oo 
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are Nationally Known, Nationally Advertised 



















y MADE BETTER THAN EVER - 
he ... their long-established reputation for style, 
ad leather and workmanship, their great modern 
Id factory and the exceptional service of their In- 
e” Stock Department. 
” Truly if you are on the lookout for a business- 
- building line you will want to know more about 
Arnold Glove Grip Shoes, both as a group of 
” shoes and as a sales opportunity at this year’s 
lower prices of $8.50 to $10.50 retail. For a 
more complete introduction, write or wire for 
ry your copies of the new Arnold Glove Grip 
0. Catalogs ? 











THE GRETA 


M. N. ARNOLD SHOE COMPANY 
South Weymouth, Mass. 
A DIVISION OF THE STETSON SHOE CO., INC. 


Makers of Arnold Authentics 
a for Golf and Sports Wear 
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What's Wrong w 
Stores ? 


Lack of Styles, Variety and Sizes 
Were Criticisms Most Often Heard 
in New England Survey of Retail 
Business— Complaints of Two- 


Price Policy Also Heard 





































By Dr. JULIUS KLEIN 


Assistant Secretary of Commerce 


Somebody said the other day: 
“It’s easy enough to see what the country is coming 
to—‘it’s coming to the city!’” 

And that sums up a pretty general opinion, liberal- 
ly backed by census figures. Of course, the popular 
song-writers have a different idea of the trend, and, 
if we were willing to believe them, we should expect 
to see the cities rapidly depopulated, as homesick, 
mammy-yearning city-dwellers rushed to board the 
“midnight choo-choos” for Alabam’, or sunny Ten- 
nessee, or “the little gray home in the West,” or “a 
cottage small by a waterfall”—or some other rustic 
spot, far from the turmoil of city streets. 

But these lyrics of the songsmiths are based, I fear, 
on sentiment instead of on statistics. For the popular 
impression as to the immigration cityward does tally 
with the statistics. Here is the proof of it: In 1890 
more than 57 per cent of our population lived in the 
country. Last year’s census showed that only 37 per 
cent of the total were in rural communities. 

We see the cities expand in both directions (side- 
wise and up-and-down)—become more complex and 
congested and deafening—rear more stupefying pin- 
nacles—burrow deeper into the bedrock—fling more 
titanic bridges—grow ever mightier and more mag- 
nificent. 

But how about the small towns of, say, from 
1,000 to 10,000 people? Were they not the ancient 
stronghold of our traditions, the bulwark of the 
nation’s strength? No candidate for national office 
was supposed to have a chance unless he came from 
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ith the Small Town 





DR. JULIUS KLEIN 


a small town—the smaller the better! And so let us 
see what the outlook is—especially the business out- 
look—for those small places. 

If you will bear with me, let us “go statistical” for 
a moment. Between the census years 1920 and 1930, 
the 2200-odd little towns in the country with popula- 
tions between 2500 and 10,000 just about held their 
own in relation to the country as a whole; in both 
years they accounted for almost exactly 9 per cent 
of our total population. How about the smaller 
hamlets and villages of less than 2500 people? Well, 
their portion of the total population has shrunk from 
8% to 7% per cent since 1920. 

But how about the possibility that a change is now 
at hand? Will new business methods and conditions 
offer new prospects to the small town? If you want 

[TURN TO PAGE 60, PLEASE] 
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1903 
Senior Misses’ Dark Smoked Punched Sport 
Oxford. Dark Brown Trim. , Duflex Sole. 34 
Last. 11/8 Heel with Duflex Top. 
3% to 9 AAA, AA, A, B & C. 





Nothing is 


IN-STOCK 
for 
EASTER 


easier to sell 


than 


“KALI-STEN-IKS,” once you get the 


mothers and fathers into 
see how good they are 


Misses’ and Children’s feet. 
114 Styles In-Stock. 


Styled right and made right, with 
added points of quality resulting from 
specialization in but one type of shoe. 


ba -STEN-ICKS” help the mer- 
chant build up a profiable repeat 


ae business. 
Smoked Elk Punched Sport Oxford. Hazelwood 
Trim. Duflex Sole. 
5% to 8B, C. & D.........000- Spring Heel 
8% 012 A, B, C & D........... Duflex Heel 
ms o&4, & C & D.......-.. Duflex Heel 
3% to 8 AAA, AA, A, B & C.8/8 Duflex Heel 





2940 
Senior Misses’ Senge Elk Sport Oxford. 
Brown Trim. 34 Last. 
Heel with Rubber To 


Dark 
Cordovan Sole. 11/ 


iD. 
3% to 9 AAA, AA, A, B &C. 





7142 
Senior Misses’ Congo Elk 8; 
Brown Ti d 


Cordovan fo 
3% 


an jarter le 
le. 8/8 Heel with Rubber Top. 
to 8 AAA, AA, A, B & C. 


{3 





1780 
Senior Misses’ White Elk Nurse Oxford. 
Cordovan Sole. 34 Last. 11/8 Rubber Heel. 
3% to 9 AAA, AA, A,B & C. 


Oxford. Dark 
83 


r store to 
or Senior 


Our In-Stock service affords a reliable 
source of supply from which to re- 
plenish—quickly and surely—giving 


the merchant the opportunity to get 
a profitable turnover with a minimum 
of capital invested. 


Information on our complete dealer 
advertising service will be sent on re- 


quest. 


The new “KALI-STEN-IKS” 


made 


ters — (Patent Pending) 


not a 


8 
stays. 
tear, 


Fag a to hurt tender feet. 
o heavy, bothersome back 


ers, pliable yet firm. Bulb 
ped 
out binding. 





with seamless quar- 
single seam in the 
lo seams to rip or 
all leather count- | 


heel fits snug with- 


Catalog on Request 
THE 


Oxfords are 


GILBERT SHOE CO. 


New 


425 Marbridge eee 


New 





Thiensville, Wis. 
York Office 


ork, 


Los Angeles Office 
327 Grosse Building 
Los Angeles, Calif. 










9337 
Patent Leather Cut Out Center Buckle Strap. 
ey Lizard 


Gr rd Trim. Cordovan Sole. 

5% to 8 B, C & D....eseeeesss Spring Heel 
8% to12 A, B, C & D......+... Spring Heel 
5 to 3A, B,C & D.......... Rubber Heel 


Cc. 
1/8 All Leather Heel 





6337 
Patent Leather Cut Out Center Buckle Strap. 
Mat =. bw Cordovan Sole. 


5 1p © & Du ccccccccccccs Spring Heel 
8% to12 A, B, C & D.......... Spring Heel 
12% to 3A, B, C & D......... Rubber Heel 
3% to 8 AAA, AA, A,B & C.8/8 Rubber Heel 























eccecccccccces Spring Heel 
leccceccees Spring Heel 
eeccce Rubber Heel 





eccccccccccce Spring Heel 
seccesees Spring Heel 
seccedecs Rubber Heel 


5126 
Black Elk Brogue Oxford with Black Shark 


Wing Tip. 
8% to12 A, B, C & D.......... Rubber Heel 
12% to 3 A, B, C & D......... Rubber Heel 
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To Test Validity of Design Patent 


ship of the “sleeve-effect” and no liti- 
gation within the trade is of greater 
interest because of the national accep- 
tance of the new style. 

Design copyright as such must be 
tested in the courts and this decision, 
if and when issued, will be a test case 
leading to a national interest in design 
in many other industries. 

Previous cases in the courts have 
been indecisive in shoes as well as in 
other articles of new design. District 
Judge Knox declared invalid shoe de- 
sign patent in the case of Seymour 
Troy & Co. versus Sears-Roebuck & 
Co., Inc. His opinion was given on 
Jan. 4, 1932, as follows: “Knox, Dis- 
trict Judge (orally)—Both sides hav- 
ing rested, I will dismiss the bill upon 
the ground that the alleged infringing 
shoe does not in fact infringe the de- 
sign patent issued to Troy No. 83,883, 
and at the request of the plaintiff that 
I pass upon the validity of the patent, 
I hold the patent to be invalid upon the 
ground that the design lacks patentable 
novelty. 


‘¢7T seems to me that with the wealth 

of prior art that is here introduced 
in the case and showing almost every 
conceivable design of women’s shoes, it 
does not constitute invention to give 
to the quarter of a shoe the degree of 
curvature that is here present, because 
that degree of curvature, together with 
the depth of the reach of the curve, is 
approximated by several examples of 
the conceded prior art. 

“Likewise, I am of opinion that it 
is within the capacity of any com- 
petent shoe designer to do all that was 
done in the way of designing something 
new in patent No. 83,883. It is the 
law, as I understand it, that a design 
patent, if it is to be held valid, must 
have about it something of genius of 
invention, and from my consideration 
of this design and the prior art, such 
genius has not been exhibited in this 
patent.” 

The important thing in the entire 
scheme of designed patent is the inter- 
pretation of these ten words: “Must 
have about it something of the genius 
of invention.” 

In view of the fact that ownership 
of design is now a subject for national 
legislation, efforts are being made in 
we present Congress to clarify the 
aw. 

On Dec. 8 Congressman Vestal re- 
introduced his Design-Copyright Bill 
(H. R. 138) and it has been referred to 
the House Committee on Patents. This 
bill as introduced is identical with the 
Design-Copyright Bill as passed by the 
House at the last session and ignores 
the changes recommended by the Sen- 
ate Committee when it reported the for- 
mer measure to the Senate. 





[CONTINUED FROM PAGE 24] 


The recommendations of the Senate 
Committee restricted the application of 
the Design-Copyright legislation so that 
it would not apply: to patterns for 
wearing apparel other than boots and 
shoes. 

On Dec. 8 Congressman Vestal also 
introduced a new General Copyright 
Bill (H. R. 139). This bill as intro- 
duced is similar is most respects to the 
General Copyright Bill passed by the 
House at the last session, but Con- 
gressman Vestal has also accepted some 
of the changes approved by the Sen- 
ate Comittee. 

On Dec. 9 Senator Hebert, who 
handled the copyright legislation for 
the Senate Committee although not its 
chairman, introduced a General Copy- 
right Bill (S. 176), which, with very 
few minor changes, is identical with 
the recommendations made by the Sen- 
ate Committee at the last session. 

There are still some wide variations 
between H.R. 139 and S. 176. It is 
impossible to determine at this time 
just when hearings will be started on 
these measures, or, whether the Sen- 
ate Committee will delay consideration 
until the House has acted on the Ves- 
tal Bill. 

The Hebert Bill provides for a 60- 
year term as the life of copyright, 
while the Vestal measure provides for 
50 years after the death of the author. 

The important thing to know is the 
status of the retail dealer so that he 
will not be caught midway between the 
mile-stones of litigation. Lew Hahn, 
of the National Retail Dry Goods As- 
sociation and chairman of its Com- 
mittee on Design Copyright Legisla- 
tion, reports: 


Boones Association’s Special Committee 
on Design Copying has held several 
meetings and given careful consider- 
ation to the subject of design copying 


as applied to merchandise. The com- 
mittee recognizes that there is a form 
of design copying which is inherently 
unfair and opposed to the best inter- 
ests of designers, manufacturers, re- 
tailers and consumers alike. The com- 
mittee is opposed to the unauthorized 
copying of designs which constitute an 
original contribution by an artist or 
designer. The committee therefore be- 
lieves business should recognized a re- 
sponsibility to protect those who cre- 
ate new and original designs, and 
recommends that the N:R.D.G.A. place 
itself on record as in favor of any plan 
which promises to be practical and rea- 
sonable in operation and which may 
eliminate or reduce to a minimum the 
unfair copying of designs from which 
it is the committee’s opinion the entire 
market is suffering. 

At a recent meeting the committee 
in the spirit indicated above gave care- 
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ful consideration to the Vestal Design 
Copyright Bill which was introduced 
in the present session of Congress. 
While the committee is in sympathy 
with the aims sought to be obtained 
through such legislation, it is opposed 
to this bill and recommends the Asso- 
ciation oppose it for a number of rea- 
sons, chief among which are the fol- 
lowing: 

1. There is no provision for search to de- 
termine whether the copyright registration 
is justified. 

. There is granted a period of six cal- 
endar months from the time when a prod- 
uct is offered for sale for a manufacturer 
ber make application for copyright registra- 
tion. 

3. There is no provision in the bill to 
hold the applicant for copyright responsible 
in case copyright should be granted to 
which he is not entitled. 

4. The practical application of such legis- 
lation would involve endless controversy 
and court procedure to determine whether 
the holder of the copyright is entitled to 
the protection provided, and in the mean- 
time retail distribution would be burdened 
with intolerable and unnecessary hazards 
and expenses. 


HE committee, however, while rec- 

ommending opposition to this bill, 
is of the opinion that the Association 
could afford to withdraw opposition if 
the bill should be amended so that re- 
tail distributors, provided they had not 
themselves induced or been an active 
party to the copying and had used due 
caution in purchasing their merchan- 
dise, would be placed complete out- 
side of the scope of the bill and that 
its provisions be made to apply only 
to those manufacturers or others 
charged with infringement. 

The committee believes that if this 
proposed’ legislation should be so 
amended, proof of due caution in buy- 
ing should be met by retailers placing 
a provision on the face of their order 
forms which might be worded substan- 
tially as follows: 

“Your acceptance of this order shall be 
construed as the direct statement of your 
belief that you are within your legal rights 
in marketing all design elements which may 
be contained in the merchandise specified in 
this order.” 

Such a statement should be regarded 
as a condition of sale and should re- 
move responsibility from the retailer 
with the acceptance of the order by 
the manufacturer. In cases, however, 
where retail buyers might be shown 
to have induced manufacturers to copy 
copyrighted designs or were guilty of 
collusion, in any form, to make unau- 
thorized use of such designs, the full 
provisions of the bill should apply 
against such retailers or/and their 
buyers. 


New California Store 
SAN2FsrANcIScO—Shoe Mart, Inc., is 
moving its 2592 Mission Street store 
to new and modernistically decorated 
quarters at 2620 Mission Street. 
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Uptown Shoes 


For the Man About Town 


i * is No. 1996 of No. 250 
brown calf with Darex sole and 
heel Widths A to D—a shoe 
that is equally suitable for sports 


or street wear. 


It is one of more than sixty in- 
stock Uptown styles covering the 
five dollar specialty section of the 
Star Brand line. 


ROBERTS JOHNSONS RAND 


Branch of international 


St.Lout 
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—_—XX_—_— 
IN-STOCK 


* 


64 Women’s Styles at $3.25 
25 Men’s Styles at $3.25 


FULL SIZES and WIDTHS 
PROMPT SERVICE 


* 


4694 


Style 4820—Black Calf— 
Gray Ecre Trimmed 


AAA, 5-9; AA, 4144-9; A, 4-9; 
B, 3-9; C, 2%-9 


Style 4535—White Elk 
Style baer 7 Saat Tan 
alf... 


AA, 4%-9; A, 4-9; B, 8-9; 
» 2%-9 





Style 4692—Dawn Calf 
and Beach Sand 


Style 4693—White Calf... 
G. M. Calf Trim 


Style 4695—Black Kid 


Style 4694—wWhite Kid 
AA, 414-8; A, 3%4-8; B, 8-8; 
C, 2%-8 


$3.25 


Style 4688S—Black Kid— 
Gun Metal Silk Calf Strap 


Style 4689—White Kid 


Style 4690—Fawn Calf, 
Sea Sand Calf Strap 
AAA, 5-9; AA, 41%4-9; A, 4-9; 
B, 3-9; C, D, 2%-9 


Style 4691—Fawn Calf— 
Quarter and Fox Underlay 
with Sea Sand Calf 
AAA, 5-9; AA, 4%-9; A, 4-9; 
B, 3-9; 9 


owe . 


$3.25 


Good tothe EYE... Good to the 
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Style 2250—Genuine White Buck 
Drake, Bal Oxford; Black Calf Trim 


JA, 14-11; B, 6%-11; C, 6-11; D, 5-11 
; 83.25 








Style 2256—Black Calf Fenway Bal 
Oxford 


A, 7%4-11; B, 6%4-11; C, 6-11; D, 5-12 
$3.25 








Style 2294—Black Calf Plaza Bal 
Oxford 


AA, 8-11; A, 7%-11; B, 6%-11; C, 6-11; 
D, 5-11 


Style 2295—Brown Calf Plaza Bal 
Oxford 


A, 7%-11; B, 6%-11;.C, 6-11; D,. 5-11 
$3.25 






dd to the POCKETBOOK -.-- Good to the DEALER 
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AN INTERESTING 
ENDORSEMENT 


“Petersburg, Va., 
Feb. 15, 1932 


Natural Bridge Shoemakers, 
Lynchburg, Virginia. 


Dear Sirs: 


On the 7th of March, 1931, a customer 
came into our store bemoaning the fact that 
she had to go through the ordeal of buying 
another pair of shoes. She stated that she 
had eight pairs of shoes in good con- 
dition, that she paid from $10 to $18 a pair 
for them, and could not wear a single pair 
with any comfort, although they had been 
prescribed by some of the most noted foot 
specialists of Richmond. 


After properly fitting her feet in a Natural 
Bridge No. 4509 she admitted it was ex- 
tremely comfortable, but she would let me 
send them to her and would notify me the 
next day if she decided to keep them. 


The following day she telephoned that she 
had been wearing the shoes and that it was 
the first time in ten years that she had 
worn a comfortable shoe. 

This lady is in a position where cost is not 
an item, but since that day last year we 
have sold her seven pairs of Natural 
Bridge shoes, and on February 2nd when 
we sold her the seventh pair she was very 
enthusiastic in her praise of them and said 
to tell anyone who was thinking of going 
to a specialist about their feet to try 
Natural Bridge shoes first. 

Of course such praise as this has sold many 
more pairs of Natural Bridge shoes for us. 


Yours very truly, 


(Signed) Wesley M. Sykes 
Tucker & Sykes 


* 


NATURAL BRIDGE 
SHOEMAKERS 


Division of Craddock-Terry Co. 
LYNCHBURG, VIRGINIA 


New England Distributors— 
MelIntosh Co., Springfield, Mass. 


Pacific Coast Branches 
CRADDOCK-TERRY COMPANY 
San Francisco, Cal. Portland, Ore. 


New York Office—Marbridge Building 
Chicago Office — Republic Building 
Philadelphia Office—401 Central Trust Building 


** 
and 
$6 


RETAIL 


























Another Style Leather 


In appearance it is lovely, lustrous Shantung 
silk, with all the appealing qualities of the real 
Shantung; but in reality it is a fine, lightweight 
calf leather—durable, shape-holding, mellow, 
and with a glove-like comfort in the wear. 


This adaptation of leather to a fabric grain is 
Ohio’s answer to the feminine demand for light 
and gay footwear for summer. SHANTUNG is 
the perfect complement to the new summer 
silks, which are rough and nubbed like woolens. 





Shoe illustrated 7 oN ‘ a 
made of . Women demand style; but they like comfort, 

black and white SHANTUNG . LSA ‘ : 
in combination with too. They are quick to appreciate the smart- 


White Washette Calf. N ¢ : 

From the “Modern Miss” line of ness of -Ohio’s SHANTUNG Grain, and are 
Huth & James Shoe Mfg. Co., “ eee : . 

Milwaukee, Wis. equally appreciative of its glove-like comfort 

and the ease with which it can be kept fresh and 

clean. Shoes made of SHANTUNG will sweeten | 


stocks, add new life to window trims, and attract 
more window shoppers into the store. 

SHANTUNG Grain comes in all the popular sun 
colors—orange, green, blue, yellow—also in 
black and white and combinations. It is ideal for 
all-over or trimming on shoes, and most effec- 
tive in combination with white Washette Calf. 


Write for color swatches. 


MI THE OHIO LEATHER CO. stearp onto 
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Sandal Feet 





and 


Meshes 


High Points of Interestin 
Hosiery Market; Neutral T ones 
Lead in Color Development 


Meshes and sandal feet in hosiery 
form the two most important focal points of interest 
in the hosiery style field at present. The develop- 
ments in sandal feet are probably the more important 
of the two, because the increasing interest in mesh and 
lace hosiery has been a part of the style history of 
hosiery for many months. 

Predicated upon the type of open sandals that have 
been worn at the Winter resorts and from the volume 
of such sandals that has been bought for sale all over 
the country in the next few months, there is reason- 
able expectation of a large demand for hosiery that 
has been designed especially for wear with these de- 
cidedly open types of footwear. Sandal hose of va- 


An extreme type of sandal hose, with the 

toe cut away and an embroidered stall made 

for each individual toe. Shown by J. & J. 
Slater, New York. 
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rious types have been developed, mainly along the line 
of eliminating unnecessary reinforcements.. In some 
cases this development has been carried to the extreme 
point of no reinforcements at all, with the toe closing 
seam carried under the toe rather than at the tip, so 
that the toes, which are more or less exposed in many 
of the sandals, appear with the same fabric covering 
as the leg, adding to the bare leg or bare foot appear- 
ance. In another type the narrow sole reinforcement 
has been finished with a serrated or saw-tooth edge, to 
give a decorative effect. The extreme of sandal hose 
is pictured on this page—a stocking in which the toe 
has been cut away, and the edge finished with a handa- 
embroidered stall for each of the five toes. 

These extreme types of sandal hose are not recom- 
mended for the average store. They are distinctly 
high style, and accordingly should be restricted to 
stores which have the type of clientele that can afford 
to buy such extreme novelties. However, the aver- 
age store should handle and exploit some type of con- 
servative sandal hose, of which there are many on 
the market. 


Meshes Gain Steadily 


Best opinion now leads to the prediction that fully 
25 per cent of the hosiery sold during the Spring 
and Summer months will fall into the net or lace 
classification, and the percentage may run even higher. 
Two important facts are working in favor of meshes 
at present. The first is the comparative scarcity of 
machinery on which mesh or lace stockings may be 
made, and the second is that meshes provide that 
“something different” for the woman who does not 
want to wear a plain stocking—since plain hose may 
be purchased at almost any price. 

So strong has been the development of meshes in 
the larger cities and style centers that separate depart- 
ments handling only meshes and laces are being estab- 
lished. The first of these was opened by Lord & 
Taylor, New York, last month and was an instantane- 
ous success. Shoe stores cannot be expected to estab- 
lish such separate departments, but this information 
is published to show the extent to which the vogue 
for meshes has progressed. 

Cognizant of the sandal vogue in shoes, manufac- 
turers of mesh stockings are now making these in 
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sandal types, with all mesh feet and with reinforce- 
ments cut down to a minimum. 

_ It is impossible to adequately describe the new pat- 
terns that have appeared in meshes and laces. Most 
of the new patterns are of the medium and small 
sized opening variety, rather than the large type, 
which have fallen into some disfavor because of the 
fact that they have appeared in the low-priced cut 
and sewed merchandise. Some retailers are preparing 
to do a little exploiting or Irish lace patterns for St. 
Patrick’s day, with the hose presented in green suede 
paper boxes. Colonial lace patterns may be properly 
exploited in connection with the Washington Bi-Cen- 
tennial celebration which began February 22 and will 
continue into the Fall. 


Color Development 


As the Spring season progresses, it becomes more 
evident that neutral browns and beiges, tones that 
harmonize with a number of different dress costumes, 
are to be the wanted hosiery shades. With the intro- 
duction of more definite color in Spring and Summer 
costumes, slightly darker tones than those prevailing 
in hosiery a year ago, may be anticipated during the 
coming Spring and Summer. The colors selected by 
the industry and the Textile Color Card Association 
already have been published. Unfortunately all man- 
ufacturers do not adhere to the color names or the 
exact shades of this official list, but the general ten- 
dency is along the line shown in this official color list. 
The safe course for the average shoe merchant to 
pursue is to stock hosiery that matches in color the 
brown in new Spring footwear, with the addition of 
good neutral shades that will blend with both costume 
and shoe colors. 

Little talk is heard of a revival of pure white 
stockings. Most authorities are agreed that the off 
white and pale beiges in hosiery will be worn with 
white shoes and in a few cases for strong contrast, 
the deep brown stocking will be worn. Vibrant 
shades in hosiery, such as yellows, oranges, blues and 
greens are being shown in extreme styles for wear 
with high colored sandals, but are not expected to 
reach any sizable volume. 


Status of Patents 


Validity of the so-called Young patent on dull ho- 
siery was denied last month by a Federal judge in 
Atlanta, Ga. This brings up again the whole ques- 
tion of numerous patent claims with which the hosiery 
trade is cluttered at present. Such a development was 
the result of the lowered demand and lowered prices 
for staple hosiery. In the search for something that 
would have a selling appeal, other than price, it was 
only natural that the inventive genius of the trade 
should turn to new ideas or a resurrection of old ideas 
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A mesh stocking with a mesh foot, de- 

veloped particularly for wear with deeply 

cut out sandals. _—— Clarke W. Tobin, 
nc. 


which might be given a new dress and exploited to the 
trade and the public. 

As for protecting patent claims, it appears evident 
that the majority of factors are not in a financial con- 
dition to support lengthy and costly litigation. Such 
litigatiton even if successful retards business while the 
suit is on, and there is always the chance that by the 
time the patent claim is fully established the popular 
demand for the particular item made by a patented 
process may have waned. 

The general tendency now seems to be to throw new 
ideas openly on the market and to make only a slight 
effort to maintain patent claims. 


- Sheerer Hose 


Despite the general belief that women are buying 
on an economy basis, the tendency in hosiery manu- 
facture is toward still more sheer stockings. The last 
month saw the introduction of several new numbers 
in two-thread construction in 42 and 45 gauge stock- 
ings. Two-thread numbers heretofore have usually 
been reserved to 48, 51 and 57 gauge numbers. 
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Here's how to increase 
volume and speed turnover— 


1—Look at THE AMERICAN WEEKLY 
every Sunday 


2-Note the products advertised on 
its pages 
.3—Display those products in your 
windows and on your counters | 


—because this mighty magazine, 
with, its 5,500,000 circulation, influences 
the buying habits of nearly twice as 





many families as any other magazine 
in the world. 





THE EAMERICAN 
Sam WEEKLY. 


Main Office: 959 Eighth Avenue, New York City 


Branch Offices: Patmouive Bupc., Cuicaco . . . 5 Winturop Sguare, Boston . . . 753 Bonnie Brak, Los ANGELES . . . 222 Monapnock Bipc., San Francisco 
11-250 Generat’ Motors Buipc., Detroir . .. .. 1138 Hanna Buipc., Creveranp . . . 101 Marietta St., ATLANTA . . . INTERNATIONAL BupG., St. Louis 
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ARGENTINE 





eee combining the merits of 


both the Louis and Cuban 


types without the usual Again Mears’ craftsmanship and 
extra costs of breasting. skill have produced a heel that is 
better. 


This new Argentine heel (with its 
extra bearing surface) has the 
solid security of the Continental or 
Boulevard heel: its lines are more * 
graceful and Mears’ Tri-slot * 
feature eliminates flap-laying and 
substantially reduces expense to 
the shoe manufacturer. 


We will be glad to tell you more 
about the advantages of this new 
Argentine heel. 





*% In Mears’ Tri-slot heels, the cover 
is tucked into the center slot, held 
there smoothly and securely by pres- 
sure of the tongues on each side. 
Result: a neater breast and a saving 
of time, money and material. 


FRED W. MEARS HEEL COMPANY, Inc. 


Auburn, Me. Columbus, O. St. Louis, Mo. 
Conway, N. H. Auburn, N. Y. Salem Depot, N. H. 


This trademark is your protec- 
tion in selecting wooden heels. 


ACTOR ia a. 





~ 
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Men’s Dress Shoes 
Men’s Work Shoes 


Men’s and Boys’ High 
Top Boots 


Men’s Sport Shoes 


Women’s Better Grade 


LO, 


Women’s Specialty Shoes 
(Made to order) 


‘Women’s Sport Shoes 
Boys’ and Girls’ Shoes 


Boys’ and Girls’ 
Sport Shoes 


Growing Girls’ and 





ST. LOUIS SHOES tive 
come to be an accepted standard of 
value in the shoe trade. For everybody 
knows that they represent, first of all, 
uniformly honest materials and work- 
manship. Anyone can see they are full 
of style; and the price speaks for itself. 


All these factors weave into a summary 
which people unerringly recognize as 
Value. To you as a merchant it means 
much. It means a source-grouping of 


Shoes Misses Shoes outstanding lines which the American 

, Qunior Debs) ublic buys from choice, rather than 
Women’s Comfort Soft Sole Babies’ Shoes ee your own sales-effort. It means 
Shoes satisfied customers. And it means cus- 


Women’s Corrective 
Shoes 


Women’s Popular 


Price Style Shoes 
(Novelty) 





gnOEs THAT 
=, 


Srlours 


Shoemaker 


to the 


World 


Safety Shoes 
House Slippers 


(Felt footwear) 


Cloth Shoes 
(Tennis shoes and beach 
sandals) 








SE, 2 





























tomers whowill come back to buy again. 


If you think that these are mere mean- 
ingless words, you are very much mis- 
pi They represent the ( Bra as thou- 
sands of successful retailers know them. 
They are descriptive of St. Louis-made 
footwear. You will find it interesting 
to examine, critically and carefully, any 
typical St. Louis line, and to compare 
it with other standards. Only socan you 
really appreciate why these are known 
in the trade as ‘‘the Shoes that SELL.” 


All your merchandising needs can be fill- 
ed in the St. Louis Shoe Market. And 
it can be done to your decided and last- 
ing advantage. 


The ST. LOUIS CHAMBER of COMMERCE 
and the INDUSTRIAL CLUB of ST. LOUIS 
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ia womAN Likes (OR PE 


(IN ALMOST ANY MATERIAL) 





NOTHER WOMAN LIKES | AVENDER 


(IN ALMOST ANY MATERIAL} 


Bur ALL_ WOMEN 
BLACK GLAZED KID 





LIKE 











Think of this: when you stock a shoe that only 

a few women will buy you’re stocking a slow- 

moving item, and money invested in slow-mov- 

ing stock is money the Shoe Dealer could put 
to better use. When your stock is such that you have to 
double it in order to care for everybody you are spending 
money you needn’t spend, for money tied up in more stock 
than is needed is money that is actually costing the shoe 
dealer a pretty penny. 


When you stock, and push, shoes of Black Glazed Kid you 
are tieing in with a staple that every woman likes. You 
can cut down on the size of your inventory. You increase 
your turn-over. And you don’t run the danger of being 
left high and dry with a lot of shoes in a color that is no 
longer acceptable to your customers. 











Se 
LEATHER 


Block and colored glazed kid for outside stock 
and linings (also genuine Kangaroo) can be 
obtained from Surpass in any grade 
ond of standard unvarying quality 


| > 





The factors that make up our company assure the pro- 
duction of a Black Glazed Kid that is justly world favored, 
and the beauty and appeal of which will definitely help 
you sell your shoes. We have contacts with the raw skin 
markets of every hemisphere, and our buying organization 
is built up and tuned to bring to us only hand selected, 
carefully chosen goatskins. A half century of experience 
in tanning has enabled us to master the more subtle prob- 
lems of our business and to practice our trade with 
knowledge and skill. An earnest, faithful effort to sort 
our finished product-consistently, always the same, has 
won a high degree of standardization for our various 
grades. Such factors add together to produce a 
beautiful, lustrous, workable and uniform Black 2 
Glazed Kid that is bound to benefit both the shoe 
manufacturer and the Shoe Dealer. 


ates 









COMPANY 


9th & Westmoreland Sts., Phila. 
New York Boston Chicago 
Cincinnatti St.Louis London (England) 
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Rochester Orders Up 


ROCHESTER, N. Y.—The shoe industry 
in Rochester maintained a brisk stride 
last week, with orders showing a slight 
spurt over the week end. A number of 
the smaller companies made policy ad- 
justments. 

The Artisan Shoe Company, headed 
by Samuel Rizzo, was reported to have 
three months’ cutting ahead. The Sen- 
eca Shoe Company, managed by Fred 
S. Elam, former president of the F. S. 
Elam Company, shifted its policy to sell 
directly to wholesalers, big retailers 
and chain firms in volume orders. The 
Rochester Shank Company named Mel- 
vin Weil its Midwestern representative 
and Helen Golub its Eastern represen- 
tative. 





Reports Increase in Business 


BELOIT, Wis.—“We had a nice in- 
crease in business for January, during 
which month we produced and shipped 
more shoes than in January of last 
year,” said R. E. Freeman, president 
of the Freeman Shoe Corporation, 
Beloit. 

“There are a number of indications 
which lead us to believe that we have 
reached and passed the bottom of the 
depression in business. Like others, 
we are constantly striving to improve 
our product, and sincerely believe we 
are now producing the finest shoes in 
our grade, in materials, workmanship 
and finish.” 





Un Six Day Week 


HUNTINGTON, W. Va.— The Perry- 
Norvell Shoe Co. here reports that or- 
ders have been received that will place 
the factory on a six day per week 
schedule. In all about 370 employes are 
on the rolls and the daily output is be- 
tween 3600 and 3700 pairs. 
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G. Edwin Smith at Capacity 


CoLumMBuS— The G. Edwin Smith 
Shoe Co., which operates factories in 
Columbus and Newark, producing for 
the Nisley Shoe Co., operating a num- 
ber of retail shoe stores, reports that 
production at both units is being main- 
tained at full capacity. The output is 
about 6000 pairs daily. Recent changes 
in the factories in the interest of effi- 
ciency have aided in increasing the pro- 
duction. 





Carlisle at Capacity 

CARLISLE, PA—The Carlisle Shoe Co. 
here is now running at capacity. The 
recent concentration on quality, style 





and fit, together with the new sales 
policy inaugurated by M. M. Stoll- | 
mack, head of the organization, are | 
given as the chief reasons for the ca- 
pacity business. 





eee 


SHOP TALK 
By 
H. F. B. 


Not all the extravagant 
Claims of lower prices 
That we see in ads 

Are true. In fact 

Many of them are untrue. 





Retail merchants know this 
But what they don’t seem 
To realize is that the 
Public knows it too. 


There’s no doubt that 

The Public today is 

Looking for low priced 
Merchandise, but it 

Isn’t looking for 
Merchandise devoid of 
Quality. The leather 
Lunged cries of “Cheap-Cheap” 
When they reach the public, 
Sound like “cheep-cheep,” 
Judging by recent response 
To wild and wooly ads. 


In other'words, most people 
Are sick and tired of junk. 





Seymour Troy Operating at Capacity 


BRoOKLYN—One of the bright spots 
of the Brooklyn Shoe Center is the pace 
being set by Seymour Troy & Company, 
Inc. At the height of their production 
since November, the entire organization 
has been working overtime, Saturdays 
and Sundays keeping deliveries up to 
date. 

The demand for Seymour Troy shoes 
has enabled the firm to enjoy the best 
pre-Easter business in their history. 
The good business enjoyed by the Troy 
factory is unusually gratifying insofar 
as the quality standard has been main- 
tained with no reductions in price. In 
fact, the prices on certain shoes have 
been increased where - patterns hawe 
been found intricate and costly. 








>» TRADE DOINGS < 





Stevens Carries On 


CHIcAGO—The Chas. A. Stevens & 
Bros. store, which filed a petition for 
voluntary bankruptcy on Jan. 29, is 
continuing in business under the re- 
ceiver ship of the Chicago Title and 
Trust Co. jointly with Elmer T. 
Stevens, former president. The shoe 
department is being conducted under 
the same management. - 

The Stevens store is among the 
largest department stores on State 
Street and has been in business for 42 
years. Liabilities were listed at 
$1,000,000. 





More Schiff Units 


CoLuMBUS—The_ Schiff Co. an- 
nounces that new stores will soon be 
opened in Rochester, N. Y., St. Louis, 
Mo., Ottumwa, Iowa, and in Janesville, 
Wis. The first three will be located 
in department stores, while the last 
named will be a separate unit, located 
at 26 West Milwaukee Avenue. 
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‘Lins “more sazes” 
PLAN BOOK 


is packed with vital ideas that 
* Walk-Over dealers will turn into profits 


Watch Walk-Over this Spring! New 
lines that are unquestionably the 
finest ever. New low prices—the 
lowest since 1917. And Walk-Over 
dealers have cleared ship for action. 
This Sales Promotion Plan Book is 
right in the thick of things. Not only 
does it supply 38 complete news- 
paper advertisements but window 
suggestions for every major selling 


theme. It helps the dealer organize 


his last-minute buying, plan his 
special drives, contains style dope 
for his clerks. In brief, this valuable 
volume, prepared at great cost, is 
going to increase Walk-Over vol- 
ume all along the line. It’s another 
convincing reason why it pays to be 
a Walk-Over dealer. There’s room 
for a few live dealers in certain 
localities. Your inquiry will receive 


a prompt reply. 








MAGAZINE 
ADVERTISING 


e 
Backing the tremendous dealer 
newspaper campaign is the 
Walk- Over advertising in na- 
tional magazines. Such power- 
ful publications as Collier’s, 
Good Housekeeping and Vogue 
are carrying the Walk-Over 
story to millions of prospects. 











WALK:-OVER SHOES 


GEO. E. KEITH COMPANY 


CAMPELLO, BROCKTON, MASS, 
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ALL PATENT 





Patent leather becomes a leader—and 
this shoe and bag with its new detail of 
stitching and perforated underlays in 
contrasting white is one of the smartest 
fashions of the Spring. Special notice 
should be given the continental heel 
which is becoming more and more popu- 
lar, and the detail at the heel. The 
patent leather gloves are by Chanel and 
the entire mer ~ is from Saks-Fifth 
ve. 








Making Women’s “Nu-Matics” 


MILWAUKEE—The Nu-Matic Shoe Co., 
which for the past eight months has 
been gnaking the Nu-Matic Shoe for 
men, 1s now making the Nu-Matic shoe 
for women. The women’s shoes are 
made the same as the men’s—with the 
patented Nu-Matic heel, arch and ball. 

Twenty thousand feet of additional 
factory space has been added and a 
staff of foremen and_ shoemakers, 
skilled in manufacturing women’s 
shoes, has been employed. The Nu- 
Matic women’s shoes will be made in a 
separate part of the Nu-Matic factory. 

For the time being the Nu-Matic 
Shoe Co. is featuring in stock 10 num- 
bers in women’s shoes—made on two 
lasts. This is in addition to 24 men’s 
Nu-Matic shoes being featured in stock. 





Beck-Hazzard Sells Normal Stores 


New YorK—Beck Hazzard, Inc., has 
disposed of their stock holdings in the 
Normal Shoe Co., Inc., to Dunn & Mc- 
Carthy, Inc., of Auburn, N. Y., who 
will continue the operation of these 
stores. Normal Shoe Co., Inc., sold 
women’s Enna Jettick shoes and men’s 
Emerson shoes. Beck Hazzard, Inc., 
have withdrawn the men’s Emerson 
shoes from these stores and will put 
them on sale in the Beck Hazzard 
stores, where Beck Hazzard also sell 
the Step-Well Health Shoes at $4. 
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; Detroit Holds Open House 


DETROIT—The Detroit Retail Shoe 
Dealers’ Association has hit upon a 
novel idea in keeping up the interest 
of the members in their association 
through their monthly gatherings, dur- 
ing which they hold open house to all 
members of the shoe craft, whether 
buyer, salesman or commercial traveler 
who happens to be in Detroit on fhe 
eve of the association doings. 

Jim Wilson, one of the best known 
shoemen in this part of the country, 
who is now associated with the Hotel 
Fort Shelby in an official capacity, fills 
admirably his job as host to these 
parties. 

The next get-together of the associ- 
ation is scheduled for Tuesday evening, 
March 8, at 6.30, at the Hotel Fort 
Shelby, Lafayette Avenue at First 
Street. The committee on arrange- 
ments is expecting approximately one 
hundred members and their guests, due 
to the election which will take place 
after the banquet. 

Shoe travelers who will be in De- 
troit on the eve of the banquet are 
especially invited. 





French, Shriner Sale Big Success 


NEw YorK—On the opening day of 
their removal sale the French, Shriner 
and Urner store at 153 Broadway sold 
941 pairs of men’s shoes priced at $5.95. 

The sale will continue for about ten 
days, after which time the store will 
be located at 169 Broadway, with Mr. 
C. L. Burgoyne continuing as manager. 

No newspaper advertising was used 
to announce the sale, the sole publicity 
medium employed being the display 
windows. A crowd was waiting when 
the store opened and at several times 
during the opening day the doors had 
to ke locked. Police were on hand to 
keep the crowds in control. 





Freidson Adds New Lines 


BostoN—In addition to a regular 
line of infants’, misses’, children’s and 
growing girls’ shoes, the J. Freidson 
Shoe Co., well known Hub wholesalers, 
have added a complete line of boys’ 
shoes, including a number of novel 
patterns in all widths. The complete 
line is now carried in stock and in ac- 
cordance with the custom established 


by this house for years, prompt ship- 


ment may be assured. 

Joseph Freidson, president of the 
company, recently enlarged his Boston 
office and stock rooms to provide for 
the new lines, along with his regular 
Dr. Chase’s Cushion Comfort lines for 
children. 





Opens Branch Store 


Los ANGELES—A branch of the Long 
Beach Bootery, located at 126 E. 3rd 
Street, Long Beach, has just been 
opened in Inglewood with W. W. Bald- 
win in charge. L. W. Barnett is the 
proprietor of both establishments. 
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Some checks 
HAVE IT 


* 





‘e 





good suspenders 


HAVE IT 
* 


So do 


ELK 


and 


DEERSKIN 


* 


It’s Elasticity 


* 


—and shoes of these 
leathers give assur- 
ance of constant plia- 
bility for comfort, dur- 
ability for wear, and 
cleanable surfaces for 
lasting appearance. 





NORTHWESTERN 
LEATHER 
COMPANY 
TRUST 
sottos 


* 












-————— 


battleships 
HAVE IT 


* 





egg shells 
CAN’T 
HAVE IT 


* 
Shoes of 


ELKO 


AND 


always 
HAVE IT 


* 
Ruggedness 


* 


-—a quality most appreci- 
ated in juvenile and sport 
footwear. These leathers 
are extremely pliable, and 
retain this quality after 
the most severe service. 





NORTHWESTERN 
LEATHER 
COMPANY 
TRUST 
eotton 
* 





New Repair Methods Shown 


New YorKk—Latest developments in 
the cement-press method of resoling 
shoes were demonstrated at the fifth 
annual Shoe Repairers and Dealers’ 
Exposition this week at the Grand Cen- 
tral Palace, with more than 10,000 rep- 
resentatives of shoe repairers, manu- 
facturers and shoe-making machinery 
dealers and jobbers in attendance. 

Final awards in the national shoe re- 
pair contest, in which shoes were en- 
tered from every part of the United 
States and Canada, besides one pair 
from Japan and several from Europe 
were made by the judges, of whom 
R. T. Wood, of Cleveland, was chair- 
man. More than 3000 pairs of shoes 
were entered, and, although there was 
only one grand prize, a silver cup, 
there were more than 500 additional 
prizes for the different classes of repair 
work, as well as many rewards for 
special merit. 

More than 100 manufacturers of shoe 
repair machinery, tanners and shoe ac- 
cessories, such as laces and rubber 
heels, exhibited at this year’s exposi- 
tion. A recent survey showed that 
there are more than 70,000 shoe repair 
shops in the United States. 





Washingtonians Meet 


The Washington Shoe _ Retailers’ 
Association held its regular semi- 
monthly luncheon meeting at The Har- 
rington Hotel Thursday, Feb. 25. 

In the absence of O. L. Jacobs, presi- 
dent of the association, 0. L. David- 
son, secretary, presided. H. D. Ham- 
ilton of The Unied Shoe Machinery 
Corp. was a guest at the meeting and 
discussed briefly the advantages of the 
different methods of attaching soles on 
shoes. 

These luncheon meetings of the 
Washington Association have been held 
for the past four years and are quite 
a success. A special topic for discus- 
sion is announced beforehand and each 
member gives his views to the problems 
at hand. Styles, colors of leather and 
store problems in general form most 
of the topics of discussion. 





Stephenson Quitting 

JACKSON, OHIO—After being in busi- 
ness for 33 years, the H. Stephenson 
Shoe Co. announced that it will discon- 
tinue business after a closing out sale. 
Heber Stephenson, the present owner, 
will devote his entire time to other busi- 
ness interests. The firm was started in 
1899 by the late Hiram Stephenson, 
father of the present owner, and Grif- 
fith Morgan, under the name of 
Stephenson-& Morgan. 


Isberg Burned Out 


DeETROIT—Ralph Isberg’s shoe store, 
at 6506 Chene Street, was gutted re- 
cently by fire, and the interior nearly 
completely destroyed. Plans for re- 
construction or reopening are un- 
known at the present time. 
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All things. may be relative to the Father 
of Relativity, Professor Albert Einstein, 
but just look at the relative footwear 

* displayed in this group of Pola Negri, the 
screen actress, and the Professor and his 
wife. In case you're not sure of the 
identities, Pola is wearing a pair of white 
boots, which fit in well with the scenery 
at Palm Springs, Cal. But then, Pola is 

* addicted to this type of boot and wears 

it everywhere 








Tuxedo Moves 


DeETROIT—Tuxedo Shoe Store has 
been changed to Tuxedo Shoes, Inc., 
and moved from the former location in 
Highland Park, a suburb, at 11734 
Hamilton Avenue, to 7312 West Grand 
River Avenue, in the northwest shop- 
ping district of the city. N. S. Sha- 
piro is the new president. I. Herbert, 
proprietor of the old store, remains 
principal stockholder. Plans are un- 
der way to expand the company into a 
city-wide chain. 
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]. K. Orr Honored 


ATLANTA—J. K. Orr, president of 
the J. K. Orr Shoe Company, of At- 
lanta, was honored on his seventy-fifth 
birthday, Wednesday, Feb. 24, by a 
luncheon at the Atlanta Chamber of 
Commerce. Mr. Orr is the oldest living 
past president of the Atlanta Chamber 
of Commerce, having served as presi- 
dent for a three-year period, 1901-1903. 
A birthday cake was cut and a tele- 
gram of congratulations from the Co- 
lumbus, Ga., Chamber of Commerce, of 
which he was a charter member, was 
read. 
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shoes in bad 
shape are 
poor shoes 
to be in... 


... f’r instance we’d all hate to 
be in China’s shoes right now. 


However, your customers will 
have no trouble with the shape sent : ANGHA 
of the shoes you sell them if a — 
they slip a pair of Miller Trees 
in them when they are not being 





worn. 


These extra little profit-makers 

‘retain shoe appearance and 
perpetuate the standards of 
quality and durability associ- 
ated with your shoes. Suggest 
them to your next customer— 
you'll be surprised how easy 
Miller Shoe Trees are to sell. 


O. A. MILLER TREEING MACHINE CO. 
BROCKTON, 
MASS. 


MILLER 





| 
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WHERE TO BUY 
Men’s Shoes 


















































| HIGHEST GR MASS. U.S.A. 
“A MAN’S DECISION” WELp 
vi ay 
Men’s 
Fine 
iy Old 
fm 
Boston—183 Essex Street 
N. Y--015-017 Marbridge Bldg. —— 
? 
| Tus 
f 
PR SHOE 
() FoR MEM 
M.A.PA \ 
CKARDCO, ‘uawe (P) 
FOR WOMEN 
THE JOHN EBBERTS SHOE CO., Inc. 
Buffalo, N. Y. 


Both lines carried in stock. 


FOR MEN 
J. P. SMITH SHOE CO. 
Chicago, Ill. 








and MILLER COOK SHOES 


A. E. NETTLETON CO. 
H. W. COOK, President 
Syracuse, N. Y. 











Stacy Adams Co. 
Manufacturers of 
MEN’S FINE 


SHOES 
Brockton, Mass. 














BRINGING BACK CORDOVANS 





Are cordovans for men coming back? Ernest Park of the Park-Brannock Company in 
Syracuse, thinks so, and recently set up this extremely attractive window exploiting 
cordovan shoes 








Assists Freeman President 


BELOIT, Wis.—Allen W. Cadwell, for- 
merly assistant for four years to Irving 
Florsheim, president of the Florsheim 
Shoe Co., took up his duties on Feb. 1 
as assistant to R. E. Freeman, presi- 
dent of the Freeman Shoe Corporation, 
Beloit, Wis. 

Mr. Cadwell has a fine background 
of experience in manufacturing men’s 
shoes and rates as one of the best tech- 
nicians in the making of men’s shoes. 
His father was at one time vice-presi- 
dent of Foot Schultz -Co., and also 
president of the Gotzian Shoe Co. of 
St. Paul, Minn. 


Schiff Managers Change 


CoLuMBuS — The Schiff Co., which 
has headquarters in Columus and op- 
erates a chain of 180 retail shoe stores, 
announces the following changes in 
managers during the past few weeks: 
Jack Beck, formerly manager at the 
Cleveland unit, has been transferred to 
manage the store in Massillon, Ohio. 
Ralph Slavens, manager at the shoe 
department in the Fontenac Dry Goods 
Co., Fontenac, Wis., has been trans- 
ferred to the store at LaCrosse, Wis. 
R. G. Bieritz, assistant manager at the 
Fontenac unit, has been promoted to 
manager. 

James Slavens, formerly manager at 
the Newport (Ky.) store, has been 
transferred to Sheboygan, Wis. Louis 
Bartel, formerly assistant manager in 
the department in the Fair, Cincin- 
nati, promoted to manager at Coving- 
ton, Ky. Oscar Yamin, formerly man- 
ager at Covington, Ky., transferred to 
manage the store at Newport. Winrich 
Breu, manager at Sheboygan, Wis., 
transferred to manage the store at 





Oshkosh, Wis. 





Helping “Art in Industry” 


BostonN—Thomas F. Anderson, secre- 
tary of the New England Shoe and 
Leather Association, is enlisting the 
aid of shoe merchants, shoe manufac- 
turers, tanners and others in further- 
ing plans for “Art in Industry” week, 
which comes in Boston April 10-16. 
In show windows, as well as in stores, 
some of the artistic phases of footwear 
will be revealed to the passing world. 





Dimel Takes Another Dept. 


PITTSBURGH—R. Dimel, shoe buyer in 
the basement store of Gimbel Brothers, 
has taken over the direction of the up- 
stairs shoe store, which was formerly 
under the supervision of Samuel Shive, 
who resigned. The buying for both 
departments will be done by Mr. Dimel, 
who is to direct them in the future. 





Carroll Opens Store 


ASHEVILLE, N. C.—The Carroll Shoe 
Co., Asheville’s newest shop for the 
sale of footwear, has just opened in the 
Miles Building at 18 Haywood Street. 
The store will be under the manage- 
ment and ownership of Rivers Carroll, 
who for the past four years has been 
identified as the manager of the shoe 
department of Denton’s. 





Lerner Buys Smith Stock 


Los ANGELES—Announcement has 
been made that E. P. Lerner, Cali- 
fornia shoe merchant, who recently oc- 
cupied a concession with Swelldom, a 
downtown Los Angeles department 
store, has bought out the stock of the 
Smith Boot Shop at 458 N. Beverly 
Drive, Beverly Hills. 
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A COMFORT FOOTWEAR MERCHANDISING PLAN 


DEVOTE ONE DEPARTMENT 
OF YOUR STORE TO | 


A.W. COMFORT SHOES 


COMFORT 


sia EACEQISIVELY .. ... 


for foot comfort is always in demand... . and comfort 
shoes are always a class of footwear with appeal to many 
women. 





















Comfort shoes are staple sales to most women... . they 
are extra pair sales to those who put high style first. 


This idea of a comfort shoe department has increased sales 
for many merchants ... . and more are following their 
lead every month, realizing that the turnover of the staple 
part of their stocks can be bettered by a little attention. 





You can find no better source for comfort footwear than 
Ault-Williamson stocks of CONSTANT COMFORT 
and YE OLDE TYME COMFORT Shoes. 
Staple shoes—staple quality—and 
staple service are the bywords 
of this headquarters for 
comfort shoes. 













cCcOoOmM FORT 
FOOTWEAR 









a ° ° 
N a p* 
1 - Ea \ 
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AULT-WILLIAMSON ~ ec‘ oF 


SHOE COMPANY aT c° 
4 AUBURN, MAINE 
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WHERE TO BUY 


Children’s Footwear 









cere ey er ee at aw ae ae 


Lat GROW, 
WELTS D 
HAVE 
FLEXIBILITY 
SMOOTHER INSOLES 
QUALITY AT LOW PRICES 


By 
SHAFT-PIERCE SHOE COMPANY 


FARIBAULT, MINNESOTA 
| 








Children’s Fine Goodyear Welt Shoes 


THE GILBERT " SHOE co. 
THIENSVILLE, 








MBS. DAY’S IDEAL BABY 


SHOE CO. 


Soft Soles — Inter- 
mediates. Hard 
Soles— infancy to 
four years! 


Danvers, Mass. 




















CHILD | 
LIFE 


High Grade 


Goodyear Welt 
Shoes in Stock 


WISWELL-TREANOR 


SHOE CO. 
@) CEDAR GROVE 
WISCONSIN 














WHERE TO BUY 
Work Shoes 











ST BASS & CO_n maim WILTON MAINE 


Visits American Shoe Centers 


New York—Irving C. Paul, of Gale 
Brothers, Limited, shoe manufacturers, 
Quebec, spent several days in New 
York last week studying styles and 
gathering information of value in con- 
nection with the styling and merchan- 
dising of men’s and women’s shoes. He 
is spending several weeks in the United 
States, visiting various shoe centers, 
including New York, Boston, Brooklyn, 
Lynn and Haverhill. 

Mr. Paul is an American by birth and 
was formerly connected with various 
Brooklyn shoe manufacturing concerns. 
His father, P. P. Paul, of Philadelphia, 
was one of the outstanding pattern 
makers and designers of his time. 

The company with which Mr. Paul 
is connected makes 1500 pairs of 
women’s McKays and 1000 pairs of 
men’s welts per day. He reports the 
factory busy and prospects favorable 
for a successful year. In general, Mr. 
Paul believes Canadian industry has 
suffered less from business depression 
than that of the United States, due 
largely to the fact that manufacturing 
in the Dominion had not expanded to 
such a marked degree during previous 
years and industry in consequence is 
not so highly competitive. 





Beebe Heads Benevolent Society 


Boston—The Boston Leather Trade 
Benevolent Society, at its recent annual 
meeting, elected officers as follows: 

Junius Beebe, president; William 
Bullivant, E. T. Cady and H. fred 
Lesh, vice-presidents; Frans W. Ander- 
son, secretary; Maxwell J. Lowery, 
treasurer; Junius Beebe«and Thomas 
M. Devlin, trustees; L. G. Nichol, 
auditor; Junius Beebe, E. T. Cady, W 
J. Fallon, A. F. Gordon, F. E. Jones, 
A. F. Tirrell, Charles H. Meyers, Don- 
ald H. Smith and Eben H. Ellison, Jr., 
directors; Junius Beebe, E. T. Cady 
and W. J. Fallon, executive committee; 
A. F. Gordon, W. Thatcher Hollis, in- 
vestigating committee. 

This Society was founded by the late 
Elisha W. Cobb, of Beggs & Cobb, a 
number of years ago, and since its or- 
ganization has aided and encouraged 
many an unfortunate member of the 
trade, and never a word of its chari- 
ties has been mentioned. 





Klasgye to Stetson, Seattle 


SEATTLE, WASH.—The Stetson Shoe 
Shop, recently established in Seattle 
with men’s and women’s shoes, will now 
be under the aegis of Norman J. 
Klasgye, who has been assigned from 
Chicago, Ill., to manage the modern 
shoe store that occupies the double lo- 
cation at 409-11 Union Street. 

Associated with the new manager of 
the Pacific Northwest unit will be Dan 
H. Drew, assistant manager, who has 
joined the Stetson organization with a 
background of shoe experience that 
extends back fourteen years with lead- 
ing shoe departments and stores of 
Seattle. 
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LANDLORD AND CUSTOMER 





NEw YorK—Celebrating the sixty- 
sixth anniversary of the founding of 
one of the famous shoe firms in the 
country, Coward Shoe Co. opened a 


new branch store on Wednesday, 
March 2, in the Empire State Build- 
ing, world’s tallest structure. The 
store occupies 20,000 square feet on 
two levels on the West 34th Street 
side of the building. 

The business was started by John S. 
Coward on Greenwich Street in 1866. 
There it grew and flourished and in 
recent years an uptown branch was 
opened in West 47th Street and an- 
other branch in Boston. 

One of the participants in the open- 
ing ceremonies was former Governor 
Alfred E. Smith, head of the corpora- 
tion that built and controls the Empire 
State Building. Years ago, according 
to legend, the mother of the future 
governor and presidential candidate 
journeyed from the lower East Side to 
the little Coward shop in Greenwich 
Street to buy her young hopeful a pair 
of shoes strong enough to withstand 
the rough and tumble usage of an 
active youngster who spent the hours 
of his outdoor existence on the side- 
walks of New York. 

In the photograph that same young- 
ster is seen being fitted to another pair 
of Coward shoes by Thomas Ground- 
water, one of the oldest employees of 
the firm, while he examines a replica 
of the original “kicks,” purchased for 
him so many years ago. Those first 
shoes were brogues of English manu- 
facture, while the shoes worn by Al in 
the photograph were made by the 
Stacy Adams Co., of Brockton. 





H. L. Lovett to Reopen Stores 


STAUNTON, VA.—The late firm of 
Lovett Bros. having been liquidated, 
H. L. Lovett announces that he will re- 
open stores in Winchester, Va., and 
Staunton, Va., under the title H. L. 
Lovett, trading as Lovett Bros. 





> PROFITIZE YOUR BUSINESS IN '32! 4 








Boot AND SHOE RECORDER 
combining THE SHOE RETAILER, March 5, 1932 


























Boot 
comb: 





This is the Way to KEEP Display Models 
LOOKING SMART 


What a help fresh, smart-looking, stylish-display 
models are in selling shoes. To keep your displays 
looking fresh and new, use Ankle-Hi Fairy Forms 
to ‘‘Form”’ them. 


Ankle-Hi Fairy Forms bring out shoe beauty and in- 
dividuality; prevent wrinkling or sagging; keep shoes 
looking like a million dollars; keep vamps smooth and 
show smartness in every line—the very simplest forms 
to use you ever saw. Write for a free copy of our folder 
‘‘A New Idea for Shoe Display,’’ which gives helpful 
display hints. 















SHOE FORM CO., Inc. 
AUBURN, NEW YORK 





There is a Fairy Form for 
every model shoe made, as well 
as for hosiery and hosiery-and- 
shoes combined. Order from your 
jobber, or write for complete in- 
formation on this modern aid to 
selling shoes. 














PROTECTED BY AMERICAN SA oes 







‘AND FOREIGN PATENTS 


LICENSED MANUFACTURING BRANCHES: UNITED LAST CO., LTD., MONTREAL, QUE. 


Melbourne 
Australia 


Frankfort 
Germany 


Paris 
France 


Northampton 
England 








NOW! 


You 
WHITE le 


must 


THE 


of 
Colt Boot 
SUCCESS 


Read the next twenty words and then 


KNOW 


opCRET 


CALLUS 
CUSHIONS 


CALLUS CUSHIONS are 





“They Fasten With Prongs” 
made in soft White 


now 
Callus Cushions Make Al] Buck and Nubuck leathers, 


adding to their already nu- 
Shoes More Comfortable merous qualifications for be- 


ing the best and most practical Metatarsal Pad. White 
positively eliminates staining of the daintiest hosiery. 
Easily cleaned with any white cleaner. 

CALLUS CUSHIONS are the only PATENTED leather 
covered Metatarsal Pads that fasten with prongs. Ad- 








justed easily, quickly, and as frequently as desired with- 
out damage to the prongs as they are specially processed 
and will not bend or break. 

LEATHER COVERED. There is no raw rubber to 
draw the stocking uncomfortably or to heat the already 
HOT “— under the a ie sizes: P 


3 to 4 5 to8 Over 8 
2/No. 2 to the dozen pairs 








Shoes smaller than 3 


Packed 2/No. 0, 8/No. 1, 
unless otherwise specified. 
$3.50 per dozen. Gross lots, $42.00, less 10% 


Ask Your Jobber or Order Direct 





JOHNSON’S CALLUS CUSHIONS are the only 
PATENTED Metatarsal Pads adjustable with 
prongs. Infringers of our patents will be vigor- 
ously prosecuted. 











JOHNSON PRODUCTS, INC. 
1145 E. 22nd Street Indianapolis, Indiana 















write for our complete catalog. Colt 
Riding Boots are in stock, ready for 
immediate delivery, designed in the 
best of English patterns, priced ex- 
ceedingly low. 


COLT-CROMWELL CO., Inc. 
EST. 1899 


1239 Broadway — New York City 
911 So. Los Angeles St., Los Angeles, Cal. 
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WHERE TO BUY 
Ballet Slippers 








In Stock Black Kid 
Ballet Right and Left 
Last 
Ladies’ $1.20 pair 
Misses’ $1.15 pair 
Childs’ $1.10 pair 
BLOG SHOE CO., INC. 
147 Duane Street 
New York City 






















HARD TOE DANCING SLIPPERS 
IN STOCK 


Black satin, SOO 


Black Kid PAIR 
Sizes: 5 Childs to 8 La 
Widths B to E _ 
. Send for Catalog and 
BEN & SALLY THEA [aaaenanen se 
TRICAL FOOTWEAR, I 
244 West 4Snd St., New York, NY” 











PROFITS 


if your city has one or more 
dancing schools, The Chicago 
Theatrical Shoe Co, line will 
be a profitable one for you. 
Shoe retailers are finding 
extra profit in  theatrica) 
footwear these days. Investi- 
gate the profit possibilities 
of a theatrical department. 


Write us for particulars and 
catalog! 


CHICAGO 

THEATRICAL SHOE CO. 
3rd Fil » s 

si", oot; Savitel Bide. | 


orters filled from: 


Coast 
6715 Hollywood Bivd., Hollywood, Cal. 





BLACK KID BALLET 


SLIPPERS 
Soft and Hard Toe 
Se SE Reena = $1.35 
SER OD Boss b0 as d00000c0e 1.80 
SNE POO BN 6 0 0708's c-0-0:0 600.0 1.25 


Hard Toe $1.00 per pair Higher 
ROTH SHOR Co. 
50 N. 4th St., Philadelphia 
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WHERE TO BUY 

| Riding Boots 

& \ RIDING BOOTS 
IN-STOCK 

For Men, Women and 

Children—also 

Jodhpurs and Field 
Boots. 

Write for catalog. 


ia ealid 
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< ON THE SELLING END » 


News of the Travelers and Sales Activities “ee - 





Arthur |. Benedict Retires 


New YorK—Arthur I. Benedict, well 
known throughout the shoe industry, 
who for the past ten years has been 
connected with the New York office of 
the Selby Shoe Co. and who has as- 
sisted H. E. Marconnet in covering the 
metropolitan territory, has severed is 
connection with that firm and retired 
from active service after 54 years in 
the business. Mr. Benedict has gone 
to California, where he plans to spend 
about two months with relatives, re- 
turning to New York about May 1. 

Mr. Benedict comes of a family 
whose connection with the shoe busi- 
ness dates back to 1752, when a colonial 
ancestor engaged in the making of 
hand welts and turns in New Canaan, 
Conn. Arthur Benedict first engaged 
in business with his father, who headed 
the firm of J. Irving Benedict & Son, 
with factories in New Canaan and 
Haverhill and a branch in Duane 
Street, New York. Later he went with 
Morse & Rogers to establish an export 
branch and for years he traveled the 
world over representing this well 
known house. . 

Later, in this country, Mr. Benedict 
sold shoes to the retail trade, covering 
various territories at different times, 
so that he became acquainted with mer- 
chants throughout the United States. 
He took a keen interest in association 
work and held the offices of president of 
the New York Shoe Travelers’ and the 
National Shoe Travelers’ Association. 





Shoe Merchants in “New Haven Day” 


New HAVEN, CONN.—Two prominent 
shoe retailers were members of the 
merchants’ executive committee direct- 
ing the city’s second “New Haven Day,” 
Feb. 25, which resulted in a turnover 
of hundreds of thousands of dollars’ 
worth of merchandise. They were 
Sydney Stokes, of the Walk-Over Shoe 
Shop, 930 Chapel Street, and John P. 
Lund, John P. Lund & Co., 845 Chapel 
Street. Mr. Stokes was chairman of the 
first “New Haven Day” activity, which 
received nation-wide publicity. 





Damaged by Fire 

SACRAMENTO—The Fashion Bootery, 
702 K Street, Sacramento, has been 
damaged by fire. The loss was covered 
by insurance to a large extent. 
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Elkins with J. Freidson Shoe Co. 


BostoN—Samuel Elkins, well known 
salesman, formerly with Green Anthony 
and the Hamilton, Brown Shoe Com- 
panies, is now identified with the J. 
Freidson Shoe Co. of Boston, well 
known Hub wholesalers of children’s 
shoes. Mr. Elkins is covering Metro- 
politan Boston and western Massachu- 
setts for his new house. 





Swartz with Ellis-Fisher 

NortH EASTON, MaAss.— Stanley 
Swartz, for many years identified with 
Rice & Hutchins, is now a member of 
Ellis & Fisher’s sales staff and con- 
tacting the key cities of the country 
for this South Shore factory who re- 
cently moved into their new plant at 
North Easton. 





Weil Opens Sample Rooms 


St. Lovis—M. K. Weil, who for five 
years was with the Barrack Shoe Co., 
St. Louis, has opened up sample rooms 
at 1426 Washington Avenue, where he 
will carry a number of lines for the 
volume trade. At present he has the 
general line of Bloom Shoe Co., Boston. 





Munchweiler Now Salesman 

St. Lovuis—B. Munchweiler, for 
seventeen years a buyer at the Famous- 
Barr Co., St. Louis, recently retired 
and is now devoting part of his time 
representing a number of lines in the 
St. Louis district. He has sample 
rooms at 1426 Washington Avenue. 


OBITUARY 
Fe ee SiS a oa 


James P. Connerton 


JOHNSON CITy—James P. Connerton, 
one of the pioneers in building the 
Endicott-Johnson Corporation and per- 
sonal friend of George F. Johnson, 
chairman of the board, died here, where 
he was superintendent of the factory. 

Mr. Connerton, at one time associated 
with the Lester Brothers Company of 
Binghamton, was with Mr. Johnson 
when the Endicott-Johnson Corporation 
was a small firm. He watched it grow 
to one of the biggest enterprises in the 
world. 


Stephen A. Story 


RocHESTER, N. Y.—Death last week 
claimed Stephen A. Story, for 20 years 
associated with his father in a retail 
shoe enterprise at Naples, N. Y. He 
was 57 years old. 

Mr. Story was well known to the 
trade throughout the East. He leaves 
his widow, Mrs. Katherine James 
Story; a daughter, a son and a sister. 
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Regardless 


of the 
size 





—_ 






when 
you 


utilize 


COORDINATED 








(o-eedinated Lasts and Patterns is a system of automatic, 

scientific unification of all sizes of lasts and patterns in which 

each size is a perfect model, accurately reproducing the char- 

acter, appearance, lines, and contour of the original last. All 

sizes, therefore, from 2 to 8 actually become sample sizes, for 

they faithfully retain the true proportions given the 4-B size 
by the shoe and last designers. 


UNITED LAST COMPANY 


BOSTON, MASSACHUSETTS 
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WHERE TO BUY 


Men’s and Women’s 


Slippers 


i ead 


UALITY TURN 
® . D’ORSAYS 
































. On ie Floor, all colors, A 
and C widths. = $1.35. 
: , FREEMAN-THOMPSON 
SHOE COMPANY 
a *\ St. Paul, Minnesota 
“W. S. CHASE & 


sone, ENG. 
HAVERHILL, 
Men’s Full hoo oti 
Handturned Slippers 
Priced from $1.85 


Kid Pullman Slippers 
een and eye dese 


Snap Pocket 
Zipper Pocket $1.70 








WHERE TO BUY 
Dancing Shoes and Taps 








TAP SHOES 2ttacned” 
IN STOCK 
No, 9779—Black Kid 
$1.45 









No. 9785—Patent 
Leather 
$2.20 

BROOKS SHOE MFG. Co. 

Swanson & Ritner Sts 

Philadelphia 














THEO-TIE 


An ideal value for the Recital 
season just ahead! 


Theo- Tie fo for Musical Comedy, 
Tap or Spanish Dancing. a 





details profitably at $5.00. White Con. 
» $4.50, 





Chicago Office: 
159 No. State St. 


WEST 5Z°SE 
New ‘YORK aTY 
Main Office & Factory 


Les Angeles Office: 
1533 Rosalia Road 








WHERE TO BUY 


Shoe Forms 





I Fairy Jorms | 
FOR SHOES AND HOSIERY 
made from white, 
transparent or colored 
FAIRYLITE 
Shoe Form Co. Inc., Auburn,N.Y. 





What’s Wrong with the Small 
Town Stores 
[CONTINUED FROM PAGE 36] 


my answer right now to these ques- 
tions, I would say “Yes.” 

But let us look first at the other side 
—the factors working against the 
small town. Powerful commercial 
forces have swept through and swirled 
around it. And unquestionably one of 
the most potent of those forces has been 
the modern business tendency toward 
ever-larger units of organization and 
operation in farming. 

In digging up the facts about out-of- 
town buying, the investigators did not 


generalize or guess; they went to every | 


house in the place and asked questions 
which were answered frankly. 

Five reasons were given that im- 
pelled the people of this typical small 
towh to go elsewhere to buy merchan- 
dise: The bigger out-of-town stores 
were asserted to have a better selection 
of merchandise, better prices, more 
modern equipment and arrangement, 
and better trained, more courteous sales- 
people—and, besides these business ele- 
ments, the people who were questioned 
admitted the attraction of the amuse- 
ments and recreation facilities that the 
nearby cities offered. 

One of the things that small-town 
business is “up against” today is that 
it must endeavor in a measure to coun- 
teract or equalize the entertainment ad- 
vantages of the city. That is being 
done—to a degree. Take the case of 
talking pictures. When the silent movie 
was toppled abruptly from its pedestal, 
some premature mourners said: “Just 
another thing to injure the life of the 
smal] town! This new-fangled sound 
equipment is expensive. The local ‘opry 
house’ or Bijou Dream can’t afford it. 
You'll see more of our people flocking 
dawn to Zenith to hear the ‘yelluloids’!” 
But how about it, really? How is it 
working out? I was turning the pages 
yesterday of a big fat volume listing 
every picture theatre in this country, 
with a notation as to whether it has 
been wired for sound. I could hardly 
believe -my eyes. There were hundreds 
—thousands—of theaters showing talk- 
ing pictures in towns with as few as 
700 people, or 1200 or 1800. That 
shows enterprise, determination, a will 
not to be left behind. 

And we see that same splendid spirit 
in varied manifestations, in small 
towns throughout the Nation. The 
American small town is not going to 
quit or “take punishment lying down.” 
One of our Washington humorists, who 
sometimes expresses his shrewd wisdom 
through the character of an old colored 
“uncle,” made this Uncle Eben say, the 
other day, “Whenever you see a quitter, 
you’s liable to see a man dat was’n’ 
much of a beginner in de fust place.” 
But American citizens of the small 
town are just the reverse of that. They 
were valiant, dauntless beginners—and’ 
I am convinced that they will prove to 
be very sturdy stayers. 
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New $4 Shop 

Los ANGELES—A new $4 shoe shop 
for women featuring Paragon shoes has 
been opened in the May Co. department 
store here. This is in addition to the 
street floor shoe salon. Four best 
sellers stressed by this store for the 
new department include: the suva cloth 
pump in white trimmed with contrast- 
ing kid or black patent; the open shank 
sandal in pastel blue, pink or green 
kid; the 4-eyelet oxford with perfor- 
ated design, also in kid, and the ghille 
tie in white or beige with contrasting 
trimming. 


Sell Shoe Values First 


[CONTINUED FROM PAGE 21] 


the question, What does the consumer 
get? Merchants who have had the vi- 
sion and courage to let this idea im- 
pregnate their business are buying 
value, not price. They are coming to 
realize that a chisel and a hammer are 
not the only tools useful in building a 
business. 

This class of merchant is digging 
down under the avalanche and uncover- 
ing such fundamentals as turnover 
of well-bought shoes at a mark- 
up instead of a mark-down; satisfied 
customers—all beginning with mer- 
chandise in which the value is greater 
at the price than in former years. We 
in the shoe business may well take a 
cue from the automobile people. Never 
in the history of the automotive indus- 
try have such values been offered at the 
prices. But industry has begun with 
the merchandise—with that question, 
“What does the consumer get?” 

We all live by the consumer’s fran- 
chise. Whether our place in the indus- 
try is as retailer or as manufacturer, 
we need to keep our eye on the main 
chance, the buying public. If we con- 
tinue to infect the public with the price 
“bug,” we will contribute to a condi- 
tion of unhealthiness. On the other 
hand, if we realize that people’s feet 
are kept out of the mud and the wet 
and are given comfort and attractive- 
ness not by price tags but by shoes, 
we'll all benefit. 

Nineteen thirty-two is not Nineteen 
thirty-one. 


P. M. System or Mark Downs 
[CONTINUED FROM PAGE 19] 


run unless you apportion P. M.s intelli- 
gently and supervise the entire opera- 
tion closely. 

Just as the buyer must watch the re- 
orders on fast selling numbers every 
minute, so someone must watch the ac- 
tion of slow sellers constantly. 

Study your slow sellers; treat each 
type individually and when they’ ve 
reached the “disgraceful age”’—take 
away that P. M. temptation. There is 
a place for P. M. merchandise in your 
store but there is likewise a time when 
mark downs should appear in the pic- 
ture. Learn this dividing line. Oper- 
ate your business in this fashion and 
you have solved one vital problem. 
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IN STOCK 


AT 
1629 Chestnut Strcet 
Philadelphia 
ENGLISH 
Riding Boots 
MADE BY 
MANFIELD 
EVERY TYPE OF BOOT 
PRICES GREATLY 
REDUCED 


Write for catalogue. 


Manfield & Sons, 1629 Chestnut St., Phila. 








ALUMINUM SHOE TREES 


Easily (Also made in Iron at a lower price) Priced to 


= fit a3 to We have a Special Proposition for terest 
No. 12Shoes. Shoe Manufacturers, Our plan will the trade. 
increase your Shoe sales to Dealers. 





Findings, 
ote. 














Territory open for high grade Shoe salesman 


FREIDAG MFG. CO., Freeport, Il. 


Manufacturers of Golf Clubs, Lamps, j Tn and Specialties for 
Premium users. 

















CINEWYORK 
the Beautiful New: 
eee HOTEL eae 


PLYMOUTH 


O% ST. EAST OF BROADWAY 
Single ......... $2.50, $3.00, $3.50 
Double ........ $4.00, $4.50, $5.00 





All rooms with bath, shower, cir- 

culating ice water and radio. Con- 

venient to Business, Shopping and Theatre Districts. 
S. J. MITCHELL, Mgr. 
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Stamford 





Excellence. . 


| he is one thing that 
manufacturers or retail- 
ers of slippers know they 
can depend on—and that 
is the uniform quality of 


ZAPON 


FOR SLIPPER UPPERS 


Add to this such things as 
durability, new colors, 
modish patterns, superior 
texture; and you have a 
product unexcelled as a 
continual and popular seller. 


Send for samples 


THE ZAPON COMPANY 


A Subsidiary of Atlas Powder Company 


Connecticut 














THERE IS NOTHING THAT CAN ~ 


BE PUT ON THE BOTTOM OF 
A SHOE SO OUTSTANDINGLY 
INDICATIVE OF QUALITY AND 
FINE SHOEMAKING AS THE 


UNITED CUSHION HEEL 


ITS PERFORMANCE ON FINE SHOES 


IN COMFORT AND 
WEAR IS AS FINE EVERYWHERE 


AS ITS APPEARANCE 





MAKES ANY GOOD SHOE BETTER 


UNITED SHOE MACHINERY CORPORATION 


BOSTO N, MASSACHUSETTS 
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& 5 a Shopping foe Qua ity 


Your customers are making the rounds, 
this year, shopping for shoes that are not 
only fashion-right but quality-right,—well- 
made shoes, in good materials. If your 
shoes are made from New Castle Kid, they 
have two strong selling points. 


: because New Castle precision 
&, ]. in color has produced shades 
asnion 


keyed to spring costumes. 


because New Castle stand- 
Quality ards of material and work- 
manship remain unchanged. 





dM New Crstle tl tls C. bie 


Naa 


chunples by request to beat 1702-100 Gold Areet, Vere Ont 
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CLAWIFIED ann WANT AD 


A DEPARTMENT 
WHERE EMPLOYER 
AND EMPLOYEE, 
BUYER AND SELLER 


MEET . 


. a *@ 




















SALESMEN WANTED 


SALESMEN WANTED 


POSITION WANTED 








SALESMEN 


We are looking for first class men 
to handle our line of Men’s and Boys’ 
In Stock styles in the following ter- 
ritories: 

New York City, Brooklyn, Vir- 
ginia, North Carolina, South Caro- 
lina, Georgia, Florida, Tennessee and 
Alabama. 

Send all details of your experience 
in first letter. A personal interview 
will be arranged with desirable appli- 
cants. 


G. P. Crafts Co. Manchester, N. H. 








Wanted—“Live Wire” Salesmen 
Calling on the well rated accounts for fast sell- 
ing line of women’s novelty shoes to retail at 
$2.00, $3.00 and $4.00. ‘‘In Stock.”’ Straight 
commissions. No advance. Settlement monthly. 
Full time or side line. Territory open: North 

and South Carolina, North and South Dakota, 
Minnesota, Iowa, Nebraska, Virginia and West 


Virginia, _ paride 
N SHOE CO., INC., 
1412 F Washington Ave., St. Louis, Mo. 











OUR line for the season of 1932 is ready 
to be carried by shoe salesmen as a sideline. 
In order to receive a prompt reply submit ref- 
erences and name of line now representing. 
Address C-820, care Boot & Shoe Recorder, 
140 Federal Street, Boston, Mass. 





IDE LINE INFANTS’ PREWELTS FOR 
ESTABLISHED salesmen. Stock Proposi- 
tion. Liberal commission. Old _ established 
house. Address C-592, care Boot & Shoe Re- 
corder, 239 West 39th Street, New York, N. Y. 





SHOE SALESMEN_ wanted to carry side 
line Dr. Hunt’s New Corn Cure, selling 
shoe stores and shoe repair shops. Commission 
basis. Business established all over United 
States since 1891. American Chemical Co., 
Dayton, Ohio. 





ALESMAN WANTED—To handle luggage 

as a side-line. Strictly commission basis. 
Tell us exact territory you cover and lines you 
represent, THE BELBER ena & BAG 
COMPANY, Woodbury, N 


ALESMAN WANTED—To handle a high 

grade novelty line of women’s turn and 
compo footwear. High grade man only for 
Texas Territory. Do not apyly unless you are 
thoroughly acquainted with Texas Territory 
and merchants. Prefer salesman living in 
Texas. FERN SHOE COMPANY, 419 E. 12th 
Street, Los Angeles, Calif. 





ALESMAN for Wisconsin who can take 

established accounts and produce more busi- 
ness on high grade and popular priced children’s 
lines. Commission basis. Address C-839, care 
Boot & Shoe Recorder, 209 South State Street, 
Chicago, Ill. 


FFICE MAN—S8 years’ shoe line experience. 

Accountant, Factory Production and Sales- 
man, Age 30. Moderate salary. BERKSON, 
500 Montgomery St., Brooklyn, ¥. 





LINE WANTED 





SIDE Line Wanted, for established retail 

shoe stores in New York State. Will be 
willing to act as agents. Address BROOKLYN 
ase CO., 120 Ludlow St.. New 
or 





ALESMAN for West Virginia, Virginia, 

Maryland and Western Pennsylvania with 
following to sell high grade and popular priced 
children’s lines on commission basis. Address 
C-838, care Boot & Shoe Recorder, 209 So. 
State Street, Chicago, Ill. 





ALESMEN—Acquainted with volume buyers 

and department store trade to handle a 
novelty line of ladies siippers and beach foot- 
wear. Southern and Western territory. Com- 
mission basis only. Give full particulars and 
reference in first letter. SHERMAN BROS. 
MFG. CO., So. Norwalk, Conn. 





SALESMEN WANTED. To carry as a side 

line our in stock shoes consisting of about 

twelve numbers. Womens Welt Orthopedic and 

street shoes to retail at from $6.00 to $7.50. 

Liberal commission basis. Reference required. 

Sais MILLER SHOE COMPANY, Cincinnati, 
io. 


ANUFACTURER house slippers covering 

entire northwest and southwest with ien 
men wants non-conflicting manufacturer’s line 
for some of salesmen to carry on a straight 
commission basis to allow salesmen to earn 
more and reduce cost of selling. Address C-841, 
care Boot & Shoe Recorder, 239 West 39th 
Street, New York, N. Y. 





HELP WANTED 





SALESMAN soliciting New York and Eastern 
shoe manufacturers to handle side line of 
exclusive textiles, commission. SCHLUSSEL, 
1270 Broadway, New Yor 





FOR SALE 








POSITION WANTED 





APY ERTISING MAN, Window Trimmer and 
Card Writer, fifteen years in shoe stores 
doing over $500,000.00 annually. Thorough 
knowledge of shoe merchandising and _short- 
cuts to maximum business at least expense. 
Resourceful and reliable. Will go anywhere 
and knows big salaries are “‘out’’. Samples of 
work gladly submitted. Address C-842, care 
Boot & Shoe Recorder, 239 West 39th St., 
New York. 





SHOEMAN, age 45, 18% years’ experience in 
selling shoes, corrective footwear and appli- 
ances, desires position as manager of shoe or 
corrective appliance department specialist on 
hard-to-fit_ and crippled feet. Pacific coast. 
Address C-843, care Boot & Shoe i ial 239 
West 39th Street, New York, 


FOR SALE 


Canadian Men’s Shoe Factory 


70% controlling interest can be 
bought RIGHT in old established 
and fully equipped factory making 
Men’s high grade Welts—Capacity 
700 to 900 pairs daily. Very good 
trade connections. Labor conditions 
excellent. Overhead low. Terms can 
be arranged to responsible party. 
Address C-840, care BOOT AND 


SHOE RECORDER, 239 W. 39th 
St., New York, N. Y. 

















CLASSIFIED ADVERTISING RATES 


The rate for “Position and Lines Wanted” advertisements is 4 cents per word for all undisplayed advertisements. y 
Minimum charge 75 cents. For all other classified advertisements the rate is 
$1.25. When a box number is desired twelve words should be added for the address. In all other cases 
word of the address should be counted. 

The rate for all displayed classified advertisements is $5.00 an inch with a maximum of 45 words. 

Classified advertising is payable in advance. 
t® Advertisements for this page must be in our New York office on Friday of the week preceding publication. uz 


7 cents per word. 


Minimum — 
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TO LET 


MERCHANTS’ NEEDS 


MERCHANTS’ NEEDS 








TOLET: Modern three floor brick building in 

Chelsea, suitable for shoe manufacturing 
business. Fully equipped with shoe factory 
fixtures: motors, pullies, shaftings, blow-outs, 
etc. Floor space eight thousand sq. ft. each 
floor, Will let individual floors or_ entire 
building. Rent reasonable. J. MASSIRMAN 
& CO., 137 Everett Ave., Chelsea, Mass. 





MERCHANTS’ NEEDS 











Relieve Tight Vamps 


on pumps and strap slippers; also ease 
vamp seams on men’s oxfords and women’s 
ties. 


VAMP EASER 


Trade Mark 
Eliminates Binding at Instep 


Removes pressure from corhs and bunions| 
without stretching shoe elsewhere. No strain 
on stitching. 

This remarkable machine is sent on ten day 
trial to responsible merchants. 


Co. 5341 Ferdinand St. 


Vamp Easer Chicago, Ill. 





PRICE NOW ONLY $9.50 F.0O.B. Chicago. 
Salesmen—Write for particulars 








The blast of the bugle 

The tramp of the feet 
Here they come marching 
The crowds in the street— 


Vanity is leading the parade with 
BOWS of Red, White and Blue. 


Join the parade with VANITY. 
Write for a dozen assorted bows NOW! 


VANITY NOVELTY 
WORKS 


1261 Atlantic Avenue 


BROOKLYN N. Y. 











Extra Profits for Retailers 
Mon’s—Women’s—Children’s 
Shoes and Boots rebuilt, re- 
modeled and _  recon- 
structed. Orthopedic work. 
A) Leather and fabric dyeing. 
City delivery and mail service. 
* The T.S. DOYLE COMPANY, Ine. 
Factory Shoe Rebutlders 
1% 138 West 34th St., New York 

Est. 1882 











Everything for Your Windows 
Futuristic Displays and 
Backgrounds 
Artificial Flowers, Vases, 
Paintings, =. Seeones, 
Paper Borders, Rib Borders, Decorative Papers, 
Puffing, Foils, Flitters, Valances, Draping Material, 
Srase » ate. Send for Fancy Paper Booklet. Price 


DAVE’S DISPLAY DECORATIONS 
118 West Broadway, New York 











REPTILE SKINS 


We have Blue Calcutta Lizards which we 
carry io stock at attractive prices; also 
Black Pythons, Water Snakes, Rajah Lisards 
and Ring Lizards. Call or write 


JOSEPH S. SALOMON 
3-5098 


Beekman 
95 Gold Street New York City 











Install “Economy” Dept. 


HUNTINGTON, W. VA.—The Ander- 
son-Newcomb Co. have installed a new 
economy shoe section in their down- 
stairs store. Women’s shoes will be 
handled exclusively at “new 19382 
prices.” At the formal opening of the 
new section a line of new spring styles 
were featured at $2.95. The line in- 
cluded sandals, pumps, straps, ties, 
sport oxfords and ghillies. 
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WANTED TO PURCHASE 


HOTELS 











We will buy from manufacturers, 
jobbers, and retailers, entire or 
surplus stocks of shoes. Our outlet 
enables us to handle large and 
small quantities. 

INC. 


KIRSCH-BLACHER CO., 
590 Broadway New York 
Phone CAnal 6-4298 and 4299. 








We will pay the best price for 
your surplus or entire stocks of shoes, 
general merchandise or department 
stores. Leases assumed. 

Phone - Write - Call 


All matters strictly confidential. 


I, SIMON CO. 


101 Reade St., New York City 
Phone Worth 2-5922 Est. 1880 











_Leather Offices Moved 


St. Louis—The W. C. Richardson 
Co., who for the past six years has had 
offices and storerooms at the Leather 
Trades Building, Sixteenth and Locust 
Streets, moved to larger quarters on 
March 1. The new location is at 3235 
Hartford Street, and the offices and 
storerooms are more conveniently lo- 
cated to, call on the shoe manufactur- 
ing trade in general, as many of the 
plants are now located in the western 
section of the city. 





New Savannah Shop 


SAVANNAH—The Favorite Boot Shop, 
owned and operated by Benjamin Saul, 
opened for business last week. Sev- 
eral weeks ago Mr. Saul purchased the 
stock of Faver’s Boot Shop, operated 
by Mark Silvers, president of the 
Southeastern Retail Shoe Association. 
Following a successful disposal sale of 
Faver’s stock, Mr. Saul opened the 
Favorite at the same location. 





Opening Hollywood Branch 


Los ANGELES—Mandel’s Los Angeles 
shoe store for women, with several 
branches downtown, is opening a new 
Hollywood branch on Hollywood Boule- 
vard. The new unit will occupy quar- 
ters in a building which is now being 
remodeled. 
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=| \enmore 


COMMONWEALTH AVENUE 
AT KENMORE STATION 
BOSTON, MASSACHUSETTS 


The Kenmore 
Hotel 


for 
Real Hospitality and 
Comfort 


400 Rooms—400 Baths 
Each with Tub—Shower— 
Shampoo Spray — Circulat- 

ing Ice Water 


Ample Private Parking 
ace 


Let us send you our rate 
booklet. 


Cc. P. DODSON 


























A BUYING GUIDE TO 
OUR ADVERTIFERS 
WA: TLS GA ae 
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Arneld, M. N., Shoe Co., So. Weymouth, 
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Bass, G. H., & Co., Wilton, Me............ 56 
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Musebeck Shoe Co., Danville, Ill........... 5 


eon Bridge Shoemakers, Lynchburg, 
40- 


Nettleton, A. E., Syracuse, N. Y........... 54 
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Roth Shoe Co., Philadelphia, Pa........... 58 


Shaft-Pierce Shoe Co., Faribault, Minn.... 56 
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Stacy-Adams Co., Brockton, Mass.......... 54 
Stetson Shoe Co., Inc., So. Weymouth, Mass. 33 





Wiswell-Treanor Shoe Mfg. Co., Cedar 
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United States Rubber Co., New York City 
Front Cover 
LEATHER AND OTHER MATERIALS 


American Hide & Leather Co., Boston, Mass. 31 
Armstrong Cork Co., Lancaster, Pa....... 4 


Evans, John R., & Co., Camden, N. J... .26-27 
Levor, G., & Co., Gloversville, N. Y..... 2-3 
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Mears, Fred W., Heel Co., Inc............. 46 
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gd Shoe Machinery Corp., Boston, 
Mass 3rd Cover, 62 
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Freidag Mfg. Co., Freeport, Ill...........- 61 
Johnson Products, Inc., Indianapolis, Ind.. 57 
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Dave’s Display Decorations, New York City 65 


Shoe Form Co., Auburn, N. Y........... 57, 61 
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American Weekly, New York City......... 45 


Doyle, T. 8., Co., Inc., New York City.... 65 
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“Not Too Proud to Fit” 
[CONTINUED FROM PAGE 18] 


I’m sure that if I could sit down with you 
in your home and tell you how much we ap- 
preciated your business and how we want you to 
return again, I believe you would then catch 
all the sincerity of our meaning. 

Won’t you let us hear from joe? We cer- 
tainly will appreciate it. 

Thank you so much, 
WALK-OVER BOOT SHOP 


“Some very effective letters have 
been written to school teachers, com- 
posed of course in a manner entirely 
different from the preceding ones. The 
introductory is sufficiently personalized 
to hold their attention right through 
to the end. 

We are almost afraid to > this letter ot 
telling you we are writing of a — y-4 mene. 

For whenever a_ corrective bs 
morning” the reply is usually oa night,” 
teachers have come to know that footwear = 
vertised to them for comfort, is usually not fit 
enough in style to leave the blackboard. 

In this day of frankness and freedom, how- 
ever, a foot is something to be proud of. Some- 
thing to walk on—dance on—play on—day in 
and day out. With unconscious grace. Walk- 
Over makes a shoe that is built entirely differ- 
ent. They pr caress every delicate bone and 
muscle and still have — of abundant 
- « « Of chic modernit 

They are for the root who is stern with 
her class in the afternoon but who smiles at 
her dancing partner in the evening. And be 
cause they can be had in correct styles for every 
—- they fill both the need for work and 
play. 

Walk-Over men, too, are more than merely 
shoe fitters. They are trained to recognize the 
symptoms of even the slightest of foot troubles. 
They know what exercises to use, what shape of 
shoe. They know how to massage a shoe to the 
foot, how to crease it for further comfort. 

This training and experience is yours for the 
eae We shall be happy to have you accept 
t. 


“We have built a fine business on cor- 
rective shoes, and the personality of 
our corrective man is such that we de- 
cided to capitalize it and prepared a 
letter to which his picture was at- 
tached. Forest Hower with his smiling 
individuality has developed a remark- 
able call trade, and the letter with his 
picture gave it an intimate association 
between the customer and the salesman 
who specializes on fitting. 

“This picture of our organization, 
the type of footwear we sell together 
with the character of our merchandis- 
ing policy is the answer why we will 
continue to be quality minded and noth- 
ing as far as we can see will change 
us. 


Brownell Co. Opens Store 


SyRacusE, N. Y.— Brownell Shoe 
Company has opened a store at the 
northeast corner of Jefferson and 





South Warren streets. 
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Transform ALL WHITE Shoes Into Contrasting 
Styles with COLORED LACES 





Sell an extra pair of colored laces with every 


pair of white shoes. Thus with a single pair 
of shoes a woman is able to get both a plain 
white or a contrasting brown and white or 
black and white effect, simply by inter- 


changing laces. 


Colored laces, therefore, increase the style 
appeal of white footwear. This profitable 
idea pays the retailer an attractive findings 


profit. 


Our complete line of glaced, soft-finished, 
rayon and mercerized laces for all types and 
grades of footwear offer you the biggest 
dollar value in performance and customer 
satisfaction that money can buy. Order 


them into your line. 


SHOE LACE COMPANY, LTD. 


(Successor to Joslin Mfg. Co., Established 1856) 


PROVIDENCE, R. I. 


SELLING AGENT 
UNITED SHOE MACHINERY CORP., BOSTON, MASS. 
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MEN’S RIDING BOOTS 
MEN’S ARTILLERY BOOTS 
WOMEN’S RIDING BOOTS 


Made to Order 


MEN’S FIELD 
WOMEN’S LINEN BOOTS 
WOMEN’S JODHPUR BOOTS 
BOYS’ AND GIRLS’ RIDING BOOTS 


* * * 


Retail $10 aan up 


F.M. HOYT 
SHOE 
CORPORATION 
Manchester, N. H. 


BOOTS 














[Ke wf 


a conventional place for 
your next sales convention 


is at Asbury Park At 
The BERKELEY CARTERET 


we can accommodate a 
— of 20, a crowd of 


2 





For further detail write 
Seo hotel or to New York 
WS x, Mee, 425 5th Avenue. 


ene 
. ef 
9 


° ae 


4 RKELEY- CARTERET. 
NG ASBURY PARK, N. J. 


LEO V. QUINLAN - MANAGER 








Opposite the new 
Waldorf Astoria 


HELTON 


at 49th and Lexington NEW YORK 


Is situated within the zone of ultra smart 
hotels; Shelton guests live well and are not 
ashamed of their address. Recent radical re- 
ductions in room tariffs will appeal to the 
thrifty. Rents from $50. per month upward. 
A room from $2.50 up daily. 


Club features (free to guests) are as follows: Swimming 
pool; completely equipped gymnasium; game rooms for 
bridge and backgammon; roof garden and solarium. 
Restaurant and cafeteria service at reasonable prices. 


$$ 
TEAS 








TOUT JEURURASSA LAUD GRESSSTUAA TELUS ESTEE 





Retailers, Manufacturers, 
Wholesalers, Tanners 





Mail us at once a complete list of the 
trade marks and brands of your prod- 
ucts for publication in the 


BOOT AND SHOE RECORDER 


Trade Mark Directory 
FOR 


I9s2 





SEND TO— 
BOOT AND SHOE RECORDER 
TRADE MARK DIRECTORY 
239 WEST 39th STREET 
NEW YORK, N. Y. 
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YOUR CUSTOMER'S CONFIDENCE 


When you manufacture shoes that give com- 


fort and satisfaction you influence the wearer 
to recognize your quality and workmanship. 
Every manufacturer knows the relation the 
toe has to the rest of the shoe. Celastic will 
provide the means of insuring style, flexibility 
and smooth linings that are so essential to 


foot comfort. 


Use Celastic in your shoes and obtain that 


“Customer Confidence” which means THE QUALITY BOX TOE 
so much to you. G/CC 


UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 
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In this . 
Edwards 
Catalog 


is the most complete showing 
of in-stock Juvenile Footwear 


If present business indications are truthful, this book will 
be more valuable than ever before as a buyer’s guide to 
merchants who seek juvenile footwear of unquestionable 
quality from stock. It contains many new numbers, all 
conforming to Edwards high standards of quality and 


J. EDWARDS & CO.@ 





service—and at prices which are lower and_ inter- 
esting. Copies of this new catalog were mailed on 
February 20th to our complete list. If yours has 
not arrived please advise us and we will forward an- 
other copy. 


Philadelphia, Pa. 
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